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Highlights of the Issue 


ha x 
ey, 


p Many types of merchandise which cannet 
_» properly be classified as building 


materials 


_ ean, nevertheless, be handled profitably by the 
_ retail lumber yard. Wartime experience has 


a 


driven this point home to progressive dealers. — 


But how far should a dealer extend his lines? If 
he is going in for diversification, where must he 
draw the line to retain his basic identity as a 


retailer of lumber and building materials? . . . 


There’s no one answer to that question. In each 
case it is an individual problem and the solution 
‘depends on local markets, competition and other 
factors. However, AMERICAN LUMBERMAN 
believes that several types of merchandise not 
commonly carried in lumber stores hold real 
possibilities for dealers qualified to sell them— 


_and articles about such merchandise will a 
in this magazine from time to time. . . W 


. Water 
systems is one such line, and you'll be amazed 
when you read about the tremendous market 
awaiting aggressive salesmen. Turn to page 17 
and read the facts—then form your own con- 
clusions. 


'p The Gordon Lumber & Supply Co. Knabalis: 
_- Wis.;is facing the future with confidence— 


" expecting to handle a record volume of postwar 
business by gearing its merchandising methods 


to the demands of the times. This company 


believes firmly that future success in the lumber ~ 
and building materials field will depend on | 
more attractive display rooms and improve- — 


ments in reta‘ling techniques, and has. 


‘rated a workable plan to reach these, desitable 


objectives. This brief axiicle is well worth read-— 

ihe. Serpe te ss! 

p> The last issue of AMERICAN LUMBERMAN 

5 weet rehensive and scholarly article 
ch probed deep into the future in an effort- 


i 


to project trends and help the dealer get a p 
19 projec get a pre 


and building materials retailing. Pro you 
read the article; it was titled “What’s Ahead” 
(page 35, Oct. 14 issue). On 34 of that 

ime issue appeared a “Pledge of Service” which 
had been prepared only after scores of lumber , 


dealers had been interviewed in a quest for up-— 


to-the-minute information. The pledge was 


recommended as a vehicle by use of which the — 
dealer could prepare himself to take advantage 
of able business trends . . This issue con- 


to make that pledge work—Turn to page 21. 
by Deals Whe caeenieity pretanane 





ily prefabricate and sell 


* 


have had troubles of their own lately—but that’s 


1 obsolete he ny r “a 














FOR THE LUMBER AND BUILDING MATERIALS 





Relax Some Building Restrictions 


-- Not L-41 


In correction of common misconcep- 
tions concerning the recent amend- 
ments to Schedules I and II to P-55-c, 
and the relaxations on the use of ma- 
terials in approved housing jobs, it 
should be stated that these revisions 
have nothing to do with the restric- 
tions of L-41. There has been no 
change in that order. It is still neces- 
sary to file Form WPB 2896 for ap- 
proval to construct new housing. 

Upon approval of Form WPB 2896 
for construction, a preference rating 
and allotment symbol are assigned 
under P-55-c. Schedule I of P-55-c lists 
the kinds and quantities of materials 
that may be obtained with the rating 
and symbol provided under P-55-c, to 
be used in the construction of the ap- 
proved project. Schedule II of P-55-c 
contains the War Housing Construc- 
tion Standards that apply to new hous- 
ing approved on Form WPB 2896 and, 
insofar as practicable, to all conver- 
sions, rehabilitations and remodeling 
of existing structures for dwelling 
purposes so approved. No housing 
construction can be performed unless 
it complies with the provisions of 
these standards. 

The relaxations refer only to Sched- 
ule I and II. 

Schedule I, which is the War Hous- 
ing Critical List has been rewritten, 
and now lists only those materials for 
which a priority rating can be used. 
Any materials that can be obtained 
without a rating may now be incorpo- 
rated in approved construction unless 
specifically prohibited in the list. Pre- 
viously, Schedule I contained all the 
materials that were permitted to be 
used in residential construction. 

Schedule II contains the War Hous- 
ing Construction Standards. Para- 
graphs (d), (e) and (f) have been de- 
leted in the revised copy. These para- 
graphs formerly established Maximum 
Permissible Floor Areas; Minimum 
Standards Applicable To Houses For 
Sale Or Rent; and Calculation of Floor 
Areas. The effect of these deletions, 
plus the rewording of paragraph (g) 
(now paragraph (d)) removes the pre- 
vious restrictions on the total floor 
area permitted in a dwelling unit. 
However, the maximum board-foot al- 
lowance of dimension lumber per 
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square foot of floor area has been re- 
tained. 

Appendix “A” of Schedule II has 
been deleted. This means that the 
former requirement that in certain 
areas exterior walls had to be con- 
structed of laid-up masonry clay, or 
concrete products has been eliminated. 

In the meantime, the net result of 
the present changes in Schedules I and 
II will be to permit the builder greater 
freedom in design and the use of ma- 
terials in housing construction. The 
builder, however, must still apply for 
approval on WPB 2896, and must fol- 
low the restrictions of the construction 
standards and war housing critical list 
in approved construction. 


Truck Body Program Expands— 
Calls for More Lumber 


The 1945 program for wood cargo 
truck bodies has been increased so 
that it is larger than for any previous 
years. Brig. Gen. A. B. Quinton, Jr. 
of the Detroit Ordnance District, De- 
troit, Mich. has issued an urgent call 
for large quantities of 5/4 and 6/4 
dry lumber in October, November and 
December. He is prepared to give 
contracts for any amount available 
and supply immediate shipping in- 
structions. 


WPB Centralizes Control 
of Construction 


J. A. Krug, Chairman of the War 
Production Board, recently announced 
that in order to provide a centralized 
point of control over all matters per- 
taining to construction within WPB, a 
Construction Bureau is being estab- 
lished, responsible to Hiland G. Batch- 
eller, Operations Vice Chairman. The 
bureau will be headed by Arthur J. 
McComb, of Montclair, N. J., who has 
been serving as director of the Office 
of Industry Advisory Committees. 

The Construction Bureau will in- 
clude the existing Building Materials 
Division, the Construction Machinery 
Division, the Plumbing and Heating 
Division and the bulk of the Facilities 
Bureau, which is being abolished. 

Under the new set-up, a manufac- 
turer or a contractor who seeks ap- 
proval for a building project will go 


October 28, 1944, AMERICAN LUMBERMAN 


to the WPB operating division that 
has jurisdiction over his field, just as 
he would have done in the past. The 
Construction Bureau will not elimi- 
nate the responsibility of these divi- 
sions and their respective require- 
ments committees for sponsorship of 
such projects, but it will provide a 
means through which the prospective 
builder can have all of his problems 
handled in one place, so that it will 
not be necessary for him to deal with 
a number of separate WPB divisions. 


Seven Months Lumber 
Production 


U. S. lumber production for the first 
seven months of 1944 totaled 19,198,- 
082,000 feet; a decline of 2.6 percent 
from the amount produced during the 
corresponding months of 1943. Pro- 
duction in the South and in the South- 
ern Rocky Mountain region increased. 


Price Changes 


OPA has made several changes in 
the price regulation covering distribu- 
tion sales of softwood lumber. Note 
that lower grades have been removed 
from the “5 & 10” provision that 
ranked their sale as a wholesale trans- 
action. But the change also provides 
that any quantity of lumber, regard- 
less of grade, sold for use in stowing 
cargo for water shipment is a whole- 
sale sale and may not carry more than 
the wholesale mark-up. Removing the 
lower grades from the wholesale cate- 
gory, in distribution yards, was for 
the benefit of smaller yards in inland 
farming areas. These farm sales, 
usually made in small quantities and 
at relatively high handling cost, were 
not profitable to the dealer. 


Change of Form 


The late PD-1X has been succeeded 
by WPB-547. This is the form used 
by distributors to obtain preference 
ratings to buy from manufacturers. 
Note that only distributors who buy 
directly from manufacturers may ap- 
ply on this Form for a rating. WPB 
is now processing such applications 
for screen doors and window screens 
and assigning a rating of AA-3 to 
distributors who buy either in straight 
cars or in pool cars. Ratings are 


being assigned for 50 percent of what 
the distributor sold in either 1942 or 
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1943. It is probable that the agency 
will start processing applications for 
millwork, for the first quarter of 1945, 
rather soon. Distributors who buy 
hardwood flooring directly from manu- 
facturers may apply for a rating on 
this form. This goes for all grades 
and species of hardwood flooring. The 
Form should be filed with the nearest 
WPB Field Office. 


Walnut Ceilings 


Distribution yards may apply to the 
Lumber Branch of the Office of Price 
Administration for their maximum 
prices on walnut lumber, that agency 
has announced. 

This individual pricing procedure, 
effective October 25, was established 
by amendment to the regulation cover- 
ing distribution yard sales of hard- 
wood lumber. Formerly, these sales 
were covered by the General Maximum 
Price Regulation, 

Distribution yard prices are based 
upon the mill prices of the items they 
handle. Uniform prices were fixed for 
walnut lumber at mill levels by RMPR 
217 when it was issued last August, 

(Amendment No. 4 to Maximum 
Price Regulation No. 467.) 


Restore 10 Cent Southern 
Pine Transport Rate 


Restoration of an allowance of 10 
cents per mile per thousand board feet 
as the permissible addition for trans- 
portation of log-run Southern pine 
lumber beyond the 30-mile “free de- 
livery” zone, has been announced by 
OPA. This 10-cent allowance, which 
was first set up when Maximum Price 
Regulation No. 19-A was issued, was. 
lowered to five cents in September. 


Elevated Demurrage Charges 


The Interstate Commerce Commis- 
sion has imposed a new list of de- 
murrage charges for the purpose of 
speeding up the loading and unloading 
of boxcars. This scale will apply from 
Oct. 19 to Nov. 19, of this year. After 
the expiration of the free time pro- 
vided by tariffs, demurrage “on a 
boxear held for loading which is not 
loaded or unloaded within the free 
time shall be $2.20 per car per day 
or a fraction thereof for the first two 
days; $5.50 per car per day or a 
fraction thereof for the third and 
fourth day; $11.00 per day or a frac- 
tion thereof for each succeeding day.” 


Hardwoods and other species not 
controlled by Directions 1 through 5 
of the lumber control order, L-335, 
and the output of small mills pro- 
ducing species covered by these direc- 
tions may now be sold by mills on 
uncertified and unrated orders if such 
sale does not interfere with the filling 
of certified orders. Distributors, in 
turn, may buy this lumber on uncer- 
tified and unrated orders, and may sell 
it in a similar fashion. 

This freer flow of lumber on uncer- 
tified and unrated orders from mills to 
distributors, and from distributors 
and mills to consumers, is provided by 
amendments to Directions 1 through 
7 of L-335. 

Directions 1 through 7 and changes 
made in today’s amendments follow. 

Directions 1 through 5 cover speci- 
fied species produced on the West 
Coast and the western pine regions; 
California redwood; southern yellow 
pine; and red or yellow cypress. In 
each direction, mills over a certain 
size (measured by production) are 
required to give military orders prec- 
edence over other orders (except 
those rated AAA) up to specified per- 
centages of their anticipated monthly 
shipments of the affected species. 

Percentages remain unchanged ex- 
cept for redwood, for which up to 40 


percent of expected monthly ship- 


ments, instead of up to 60 percent, 
must now be reserved for military 
orders. 

Mills smaller than those designated 
in each direction may now ship lumber 
on uncertified and unrated orders to 
consumers as well as_ distributors. 
Formerly, such shipments were per- 
mitted only to distributors. 

The amended Directions ~1-5 also 
permit wholesale distributors to ex- 
tend the certification of the Central 
Procuring Agency of the U. S. Corps 
of Engineers, in placing orders that 
are to be given military preference. 

Freer flow of lumber through dis- 
tribution yards is provided by Direc- 
tion 6, as amended. Distributors are 
permitted to receive and to sell, on un- 
certified and unrated orders, species 
not covered by Directions 1-5, and the 
following grades of species covered by 
Directions 1-5: 

No. 4 or lower grades of Douglas 
fir, southern yellow pine, western hem- 
lock and Sitka, spruce; E grade of 
Douglas fir and western hemlock; red- 
wood dunnage and No. 3 or lower 
grades of cypress. All hardwood spe- 
cies are now permitted to move 
through distributors’ hands on uncer- 
tified and unrated orders since they 
are not covered by Directions 1-5, 
WPB pointed out. 

Distributors’ sales on uncertified 
and unrated orders, however, are lim- 
ited to those which will not interfere 
with filling certified orders. Movye- 
over, distributors may sell on uncer- 
tified orders only the lumber they 
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Certain Lumber Items Released 


receive on uncertified orders. 

Culls and rejects may be sold by 
distributors on uncertified and unrated 
orders, provided the price is not more 
than 85 percent of the price allowed 
by OPA for the lowest standard grade 
of the same species. Formerly, the 
price could not be more than 75 per- 
cent of ceiling. 

Direction 7 affects sawmills not cov- 
ered by Directions 1 through 5. For- 
merly these mills were permitted to 
sell only to distributors on uncertified 
and unrated orders. They may now 
sell to consumers as well as distribu- 
tors, if such sale does not interfere 
with the filling of certified orders. 

Following are the species covered 
by Directions 1 through 5, size of mills 
that must give preferential treatment 
to military orders, and percentage of 
monthly shipments of the species sub- 
ject to this preferential treatment: 


Direction 1—Douglas fir, white fir, 
noble fir, Sitka spruce (except aircraft 
grade), and West Coast hemlock when 
produced in the States of Oregon and 
Washington west of the crest of the 
Cascade Mountain range; mills pro- 
ducing an average of 25,000 board 
feet or more per day; 35 percent of 
monthly shipments of these species. 


Direction 2—Ponderosa pine, sugar 
pine, lodgepole pine, Idaho white pine, 
white fir, western spruce and Engel- 
mann’s spruce produced in Washing- 
ton, Oregon, California, Idaho, Mon- 
tana, Wyoming, Nevada, Utah, Colo- 
rado, Arizona, New Mexico, and South 
Dakota, except Idaho white pine and 
white fir produced west of the crest 
of the Cascade Mountain range in 
Washington and Oregon; mills aver- 
aging 10,000 board feet or more per 
day; 20 percent of monthly shipments 
of these species. 

Direction 3—Redwood produced in 
California; mills averaging 25,000 
board feet or more per day; 40 percent 
of monthly shipments. 

Direction 4—Southern yellow pine; 
mills averaging 5,000 board feet or 
more per day; 35 percent of monthly 
shipments. 

Direction 5—Red or yellow cypress; 
mills averaging 5,000 board feet or 
more per day; 30 percent of monthly 
shipments. 

See also 
page 28. 


“Washington Calendar” 


Special Douglas Fir Prices 
Extended 


A temporary price adjustment, that 
gives Douglas fir mills special prices 
on orders for boards and dimension 
lumber taken by them under allocation 
from the Central Procuring Agency 
prior to September 16, 1944, was ex- 
tended to November 16 by the OPA. 
(Amendment No. 11 to Revised Maxi- 
mum Price Regulation No. 26.) 
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Want to be a 
SANTA CLAUS? 


The success of your business does not hinge on 
your efforts alone, but on the ability of those you 
employ as well. 


Before the year 1945 passes on competition for 
business will again be keen. It will be tougher 
and stronger. The cost of getting it will rise. It 
will take money to maintain your business and 
sales force. Every executive will be faced with the 
problem of increasing sales and decreasing costs— 
of making his employees’ efforts more productive. 


The live-wire Dealer knows that a suggestion, an idea, or a tip from him or from the pages of 
AMERICAN LU:.BERMAN often results in bolstering up his business. With a copy of this business 
paper you are never at a loss for a good subject to discuss when the force is gathered together 
for a “sales talk”’. 


An Aid to Your "Keymen" 


Neither you nor your “keymen” need be without new ideas or suggestions for improving 
management and sales volume. Follow the methods used by top-notch organizations whose 
source of reliable information is AMERICAN LUMBERMAN. 


The Only Paper in the Field That Reaches You Every Other Week 


Perhaps somewhere in your organization there is a “keyman”—a sales manager or a yard man- 
ager who could enhance his abilities by having a personal copy of every issue of AMERICAN 
LUMBERMAN come to him every other week during 1945. In this way he could continually 
keep posted about fallacies that handicap management and selling. AMERICAN LUMBERMAN 
could prove a “working tool” of great value. 


How to Be a Santa Claus 


Now, if you want to be a Santa Claus, you could tell us 
to enter subscriptions for these “keymen”. Dealers find 
this the quickest and easiest way for their employees to 
make real progress. AMERICAN LUMBERMAN will give them 
business ideas, information, plans and tell them about 
methods that are really effective. It will increase their 
confidence and enthusiasm and help them do a better job. 





TELL US YOU WANT TO BE A SANTA CLAUS Reading AMERICAN LUMBERMAN 


AMERICAN LUMBERMAN Seno 


139 N. Clark St. Chicago 2, Ill. man wants for his job—and for 


his advancement. 
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EDITORIAL 





The Philippines 
and Lumber 


HE LONG AWAITED and hoped for invasion 
of the Philippines is under way, and there is 
every reason to believe that the first landing 

has succeeded in establishing us permanently on 
Leyte. That there will be other landings may not 
be doubted. Beyond the tremendous military sig- 
nificance of the accomplished and anticipated op- 
erations in the Philippines, they can be expected 
to have an influence on the lumber situation in this 
country as it applies to dealers. 

For some time there has been a feeling that 
when organized resistance of the German Army 
has been crushed, the lumber needs of the armed 
forces will recede to a point that will permit much 
greater supply to the retailers. This is more than 
questionable. It is doubtful, and no retailer will 
be safe if he orders his sales policies for the days 
immediately following the collapse of German 
arms on the supposition that lumber will be much 
more plentiful than it is now. It will be remem- 
bered that the port facilities of Naples were so 
thoroughly demolished by the Germans prior to 
their evacuation of the city that 2,000 carloads of 
American lumber were required before Naples 
could be used as a receiving base for supplies. 
Stories filtering back from France indicate that the 
Germans have been no less thorough in smashing 
the docks and warehouses at Cherbourg and other 
French ports. All of these and perhaps other 
ports will have to be restored during and after the 
final assaults on Germany. Added to that, no one 
can predict what will be needed to house Allied 
forces in various parts of Europe during the hectic 
months or years that will be required to establish 
responsible governments in many of the devast- 
ated countries of Europe. 

The end of the Germany Army as an organized 
resistance force will not necessarily spell the end of 
need for large quantities of lumber from this coun- 
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try, and that includes construction lumber as well 
as boxing and crating. Then to get back to the 
Philippines, consider what very easily can happen 
there. The Japs have always demonstrated an un- 
canny ability to learn quickly any new technique 
they might possibly have overlooked as a means 
of harassing an opponent. If they have not known 
from their own diabolical genius for destruction 
what to do with ports they are forced to evacuate 
they have had an object lesson from Germany 
at Naples which they can hardly be considered to 
have overlooked. 

We will be back at Manila, we hope before 
very long. When we get there we can expect to 
find the port facilities a shambles requiring de- 
molition then complete reconstruction, probably 
with lumber shipped from the west coast. The 
same thing will be true of every port we take on 
our advance to Tokyo, and no one now can pre- 
dict how much American lumber will be required. 
There are other possible factors. Up to this time 
it has been understood generally that American 
ground troops will not be required in the Pacific 
in numbers nearly as great as in Europe. That is 
not the prediction of military men, but rather the 
stated and implied opinions of civilians, most of 
whom spend their time trying to make us feel 
easier about the tasks which lie ahead. 

We cannct afford to gamble that the final smash- 
ing of Japan will require less in personnel and 
equipment than the assault on Germany. The 
only safe course for retailers is to figure that the 
forthcoming Battle of Japan and the engagements 
preceding it will require as much and possibly 
more construction lumber and boxing and crating 
than the Army and Navy require now. Since the 
whole thing is not reasonably predictable, the only 
safe and sane course is to expect the worst. If 
there are to be surprises let us be sure they are 
pleasant, and in the meantime set ourselves to 
fight the war on the home front right to the end 
along the lines we have learned during the past 
three years. 







ore Wilson Compton an- 
be A yj) nounces that he will 
co) Yeh) resign his position as 
esw) executive head of the 
= A National Lumber 
Manufacturers Association, to ac- 
cept the Presidency of Washing- 
ton State College. He has not 
stated just when the change will be 
made; but presumably it will be 
shortly after the first of next year. 

Dr. Compton makes it clear that 
he takes to the new position an in- 
creased devotion, if that is possible, 
to the industry of which he has 
been a distinguished leader for 


more than a quarter of a century. 

“Far: from ending my interest 
and activity in national forest af- 
fairs,” he declared, “the Presidency 
of this great institution in the 
center of the timber country of the 
Northwest will add to the oppor- 
tunities for a constructive con- 
tribution to forest conservation, 
the permanent productive use of 
forest lands and the progress of 
forest industries.” 

While his associates in the in- 
dustry are regretful and even sad 
over his leaving, they add that the 
move is in line with the traditions 
of his family, with his own tech- 
nical preparation and with certain 
of his deep, personal interests. 

The Compton family is noted in 
the academic world. The Doctor’s 
father was a faculty member of 
the College of Wooster for more 
than half a century. His brother 
Karl is President of the Massa- 
chusetts Institute of Technology. 
His brother Arthur, of Chicago 
University, was awarded the Nobel 
Prize for his researches in cosmic 
rays. His sister, Mrs. C. Herbert 
Rice, is the wife of the President 
of the Forman Christian College 
of Lahore, India. He himself is 
an honor graduate of Wooster, 
holds the degree of Doctor of Phi- 
losophy from Princeton, is a gradu- 
ate of the Hamilton College of Law 
and is a member of the Ohio bar 
and of the bar of the United States 
Supreme Court. So training and 
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family tradition point toward edu- 
cational service. 

In addition to these things, Dr. 
Compton has had a lifelong interest 
in science and technology; the 
matters of first importance at 


Washington State College. His 
reputation in forestry matters is 
international. He is, for example, a 
governor of the International For- 
estry commission, Brussels, Bel- 
gium. His knowledge of agriculture 
is much more than theoretical. The 





Surrenders NLMA duties 
to become College head 


Comptons have lived on and oper- 
ated a large Virginia farm, near 
Washington. 

Add to these things Dr. Comp- 
ton’s interest and belief in the 
western country. He says of the 
Pacific Northwest that, “by reason 
of its abundant resources and ex- 
panding agriculture and industry 
at the new gateway of the Pacific 
and the Orient, it is destined to 
play an increasingly important part 
in the progress of this country.” 

Add also his interest and abiding 
faith in young people and his de- 
sire to share in preparing the 
leadership of the future, and the 
shift to the new position is not dif- 
ficult to explain. 

It was just after the first World 
War that Doctor Compton became 
Secretary and Manager of the Na- 
tional Lumber Manufacturers As- 
sociation. Before this he had been 
an economist with the Federal 


Photo shows Dr. Compton receiving the 
American Trade Association Executive's 
Award for 1936 for outstanding trade asso- 
ciation effort. The late Uncle Dan Roper, 
then Secretary of Commerce, is making the 
award. 


Trade Commission, in charge of its 
lumber, oil and coal investigations. 
This experience may have turned 
his attention to the national im- 
portance of the lumber industry. 

At that time the NLMA was a 
small group, and it had little stand- 
ing or reputation either within or 
without the forest industries. Much 
of the organization work in the 
lumber production field was being 
done by regional associations. A 
few men in the industry under- 
stood that while this regional work 
was and would continue to be of 
high importance, the industry could 
not bring to bear its full power in 
the changing production pattern 
unless a central organization were 
implemented to speak for the entire 
production field. 

There is a story about those 
earlier days of the NLMA. John 
Henry Kirby was president, in the 
formative period. Uncle John 
Henry was a famous Texas lumber 
producer; and he 
was also the sil- 
ver-tongued ora- 
tor of the indus- 
try. He believed 
in the NLMA; 
but he was busy 
and felt that some 
one else should 
carry on the work 
he had pioneered. 
But he was urged 
to continue with 
the presidency; 
finally, with his arm across Comp- 
ton’s shoulders he said, “Ill take 
it again on condition that this 
young man will be my executive 
secretary.” 

During the Compton regime the 
NLMA has become one of the 
strongest industrial organizations 
in the countrv. Before the war, its 
activities extended to South Amer- 
ica, Europe and the Orient. These 
activities reached into the fields of 
research, engineering, forestry, 
conservation, standardization and 
wood utilization. The organization 
has been granted the American 
Trade Association Executives 
award for excellence and achieve- 
ment; and it has received numer- 
ous other citations for leadership. 

Dr. Compton was an initiator of 
the National Committee on Wood 
Utilization; of the U. S. Timber 
Conservation Board; and of the 
National Forest Conservation Con- 
ference. He has been executive 
officer of the Lumber and Timber 
Products War Committee, execu- 
tive vice president of American 
Forest Products Industries, Inc., 


(Continued on Page 42) 
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THERE’S A GOLD MINE 


ALONG THE HIGH-LINE 


i 





i 

Plunger type deep well system for uniform 
capacity when the water level is more than 
22 feet below ground. 


HE POSTWAR MARKET FOR DOMESTIC 
WATER SYSTEMS looms large on the sales 
horizon, and aggressive, practical businessmen 
see unlimited merchandising opportunities in 

this line. An analysis of those opportunities makes 
an interesting story. 

First, however, let’s define what we mean by 
“water system.” A completely automatic water sys- 
tem consists of a pump and electric motor, a pressure 
switch for automatic stopping and starting, a pres- 
sure tank for storing water, and an air volume 
control for replacing the air in the tank. 

The water system is usually sold as a complete 
unit, ready for operation when the line is connected 
to the well and the motor is plugged in. The opera- 
tion is very simple. The motor-driven pump raises 
water from the well and forces it into the tank 
against the pressure of compressed air in the top 
of the tank. This pressure makes the water flow 
from the tank when the tap is opened. As the water 
level drops and the pressure decreases, an automatic 
switch starts the pump. As the tank fills with water 
and the air pressure reaches the desired point, the 
pump stops automatically. 

Basically, that’s all there is to any water system 
—hbut there are different types of pumps to be used 
depending on the depth of the well and the volume 
of water required. The various types of pumps will 
be discussed later. 

Obviously, a water system as just described would 
be of limited value by itself. To get full use of the 
running water it must be piped to the bathroom, 
kitchen and other places where it is needed, and 
fixtures must be installed to make use of the water. 

How big is the water system market? It’s tre- 
mendous but it has scarcely been tapped. The sales 
potential in this line divides itself into three main 
categories. 

First comes the farm market. Nearly 5,000,000 
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Illustration: F. E. Myers & Bro. Co. 








Water systems offer a great 
merchandising opportunity to 
aggressive lumber retailers. 


Heavy-duty plunger type shallow well sys- 
tem. Constructed for service requiring high 
pressures and big capacities. 


American farms are without running water. Many 
of these farms are on electric high-lines and will be 
immediate prospects for water systems when avail- 
able. Many millions more of them will become pros- 
pects in early postwar years as the Rural Electrifi- 
cation Administration and power utilities push their 
high-lines farther out into rural regions. A large 
backlog of replacement business has piled up in the 
past three years because there haven’t been enough 


Illustration: Fairbanks, Morse & Co. 


The farmer who owns this gasoline-powered pump installation does 
not believe in putting off the advantages of running water while 
waiting for a high-line to pass his door—although he is only half 
a mile from an R.E.A. line and hopes to be connected in the 
near future. When electricity is available, a motor can be in- 
stalled for fully automatic operation. The gasoline engine can be 
left in place as a stand-by unit in case of power line failure. . . . 
Unlimited sales opportunities abound for installations of this type. 
The “gold mine extends far beyond the high-line." 
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water systems to replace worn-out and obsolete units. 
All of these factors total up to a huge demand—and 
the farmers will have the money to buy. Average 
farm income has more than doubled in the past three 
years. 

Next comes the non-farm residential market which 
includes 4,000,000 homes in the United States with- 
out running water. Located in small towns and in 
suburban and rural areas, these homes comprise a 
water system market four-fifths as big as the large 
farm market. There is already a large replacement 
market in this field, and as electric power lines probe 
deeper into the remote rural communities many fam- 
ilies can be added to the hot prospect list. Surveys 
indicate an immediate postwar trend toward subur- 
ban and rural living. Experts predict increased 
house construction and home modernization beyond 
the city water mains. If they are right, the non- 
farm market for water systems will continue to 
expand for years to come. 

Commercial institutions comprise the third cate- 
gory in the over-all water system market. No exact 
figures are available, but estimates indicate that it 
offers real possibilities to the merchandising minded 
dealer. Horse sense alone would indicate that out- 
lying commercial enterprises such as filling stations, 
roadhouse restaurants, taverns, tourist camps, golf 
courses and airports would be benefited by running 
water. Also on the prospect list are county, state 
and federal properties such as schools, sanitariums, 
prisons, parks and camps. 


Extra Opportunities 


In addition to the aforementioned markets special 
sales opportunities will present themselves from time 
to time. Privately owned summer cottages and vaca- 
tion properties offer potential sales. Many rural and 
farm homes are not as yet located anywhere near 
power lines. They can be sold a water system 
powered with a gasoline engine. Such an installa- 
tion can be made semi-automatic; it will shut itself 
off when the desired pressure is reached but it must 
be started manually. Not quite so convenient as the 
fully-automatic electric system, these units are 
nevertheless a great improvement on hand pumping. 
They can be converted to electric operation when the 
high-line reaches them. 

But this huge market for water systems, with its 
almost limitless sales potential, is only the beginning 
—it paves the way to a vast market for the sale of 
plumbing fixtures and other materials. 

Why does a family buy a water system in order 
to have running water in the home? Usually they 
are interested in convenience and sanitation. To 
achieve these ends they must install a bathroom, a 
modern kitchen and a laundry. This gives the dealer 
an opportunity to sell pipe and fittings, bathtubs and 
other bathroom fixtures, sinks, built-in washtubs, 
wallboard, tile board, cabinets, paint, linoleum, lum- 
ber, millwork, cabinet hardware, etc. Any residence, 
recently supplied with running water, is a market 
for some of these items. 

A farm supplied with running water is a market 
not only for these household conveniences but also 
for many other items that contribute to its pro- 
ductivity. Plenty of water in troughs, tanks and 
fountains increases egg production and fattens up 
livestock. Running water in the dairy barn and in 
the garden is important to the progressive farmer. 
This, again, offers the dealer a chance to sell pipe 
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A recent development now 
on the market, this. pump 
and pressure tank assembly 
may be used for either 
shallow well or deep well 
service. Conversion is 
achieved by changing ejec- 
tor assembly. 








Ejector assemblies for use with convertible 

water system. The single pipe unit at top 

is for shallow well operation. The twin pipe 

ejector at bottom works on deep well 
installations. 


and all the necessary tanks and fixtures. 

This should convince even the most skeptical dealer 
that a good line of water systems offers him real 
profit possibilities. How can a lumber and building 
materials dealer cash in on this big market? 

There are several ways in which a lumberman can 
make a profit, directly or indirectly, from the sale of 
water systems. First of all, however, it is necessary 
to have some technical knowledge of these units, 
their operation and their capacities and limitations. 

A water system cannot be sold as an “over-the- 
counter” item. It has been done, of course, but 
unless the purchaser knows exactly what he needs 
it is a risky business usually leading to complaints 
and dissatisfaction. Far better for the dealer to 
prescribe the right system for each installation just 
as a doctor prescribes a specific medicine for a 
patient. If the system is adapted to its job and 
adequate to meet all demands placed on it, the 
customer will be satisfied for years to come. 

Three basic factors usually determine the type of 
system to select: (1) Depth of the well; (2) Position 
of the pumping unit in relation to the well opening; 
(3) Volume of running water that must be supplied 
each day, particularly during the peak-load period 
of the day. 

When the water source is less than 22 feet below 
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ground level a shallow well system, operating on the 
suction principle, can be used. If the water level 
is deeper than 22 feet a deep well system must be 
used. There are two main types of deep well sys- 
tems. The first, or piston type, has a cylinder 
working down in the well and must be installed 
directly over the well. The second, or ejector type, 
forces water down the well through a separate pipe 
and nozzle into a venturi tube, creating a vacuum 
which enables water to be drawn from the well into 
the pump. This type of pump need. not be placed 
directly over the well, but the deeper the well the 
closer it must be. 

Shallow well systems and the ejector type of deep 
well systems may frequently be installed in a base- 
ment or utility room where they can be kept clean 
and are protected from freezing. The piston type 
of deep well system is usually placed in a frost-proof 
pump atop the well, and occasionally the other types 
of pumps are similarly installed. To avoid contami- 
nation of the water supply and to insure satisfactory 
operation.of the pump, the pit must be constructed 
according to rigid specifications, and this job also 
offers the dealer a market for the sale of materials 
such as concrete, etc. (See diagram.) 

The system must have adequate capacity to supply 
all needed water without operating too many hours 


This drawing shows the locations where running water can be used on the farm for the health and convenience of the family and for 
increased production of livestock, poultry and produce. Each one of these locations represents potential sales of fixtures and materials 
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each day. <A too-small pump will overwork itself 
and wear out too soon. Furthermore, it will not 
supply enough water to meet the peak-load demand. 
The following table is frequently used in estimating 
daily water needs: 


Water Requirements 


A capacity of 300 to 400 gallons per hour is usually 


Illustration: F. E. Myers & Bro. Co. 
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Recommended type of frost-proof pump pit for outdoor installa- 
tion of the water system. Construction of this pit requires mate- 
rials that many lumber dealers sell. 


required for average homes. The ordinary farm 
needs 300 to 600 gallons per hour capacity unless a 
large dairy herd or irrigation creates extra-heavy 
demand. 


Authoritative Data Available 


Manufacturers of water systems have available 
authoritative data on types, specifications, installa- 
tion and maintenance. Any dealer interested in the 
line would do well to obtain such data and study it 
because he must have technical knowledge to make 
a success of the business. 

A recent survey conducted by AMERICAN LUMBER- 
MAN indicates that approximately 10 percent of the 
nation’s lumber dealers are now carrying water 
systems and an additional four percent plan to take 
on the line after the war. How about the remaining 
86 percent? Would it be wise for them to merchan- 
dise this type of equipment? 


Depends on Many Factors 


That depends, of course, on many factors. Per- 
haps we can get a better answer to the question by 
looking at it from the manufacturer’s viewpoint. 
Most modern water systems manufacturers are 
agreed that the dealer must do a consistently good 
job of specifying the correct size unit for his 
customers and seeing that it is properly installed. 
Add that virtue to promotional push and merchan- 
dising ability and you have a good water systems 
dealer—one that will make money for himself and 
give the manufacturer adequate distribution without 
the headache of unsatisfied, complaining customers. 
Most lumber dealers who do a sizable business in 
plumbing fixtures and supplies probably have the 
know-how to meet these requirements—would prob- 
ably make good water systems dealers. 

Other lumbermen without the inclination to carry 
the line can possibly enter the water systems busi- 

eS — 
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ness indirectly by means of hook-ups with implement, 
hardware, plumbing supplies and electrical dealers 
who do stock the merchandise. Many implement 
dealers, for example, have been successful in the 
water systems game. They understand machinery 
and install it properly. As a rule, however, they 
don’t know the building field, and the average man 
building a home—or the average farmer—is inclined 
to accept the judgment of his lumber and building 
materials dealer when it comes to anything inti- 
mately connected with his house. Hence, the lumber- 
man becomes an important specifying factor in the 
water systems field, and most manufacturers are 
anxious to sell him on their line so that he will 
recommend it to home owners and farmers. 


Protect Your Reputation 


In this connection it is wise for the lumberman to 
protect his reputation whether or not he sells the 
systems himself. He will do well to recommend high 
quality merchandise which will function efficiently 
for years. Then customers will continue to respect 
his judgment. 

Sometimes this specifying service may pay the 
lumberman in the form of rebates or commissions 
from the water systems dealer. In many cases it 
will not. But whenever the lumber dealer does any- 
thing to increase the public acceptance of quality 
water systems, he is encouraging home building on 
low-cost suburban land beyond city water mains and 
is creating a market for the sale of his building 
materials. 

Perhaps the answer for some dealers is to be found 
in the experience of one southern lumberman who 
has a large yard with a complete line of building 
materials. He has built up a nice water systems 
business—sells 100 or more complete units a year. 
He handles a quality, nationally-advertised line with 
a good reputation, promotes it with circulars and 
newspaper space, and trains his salesmen to push it. 


Prescribing the Right System 


This dealer’s salesman studies the layout and tells 
the customer what size and type of water system 
will be adequate to meet his requirements. The 
dealer doesn’t handle the installations himself, but 
he has a working agreement with a competent well- 
driller and recommends his work to all his customers. 

In this way the lumberman gets the profit from 
the sale of the system and is also assured that a 
correct installation will satisfy his customer. Of 
course he doesn’t stop there. After the running 
water system is in operation, he goes out and sells 
the housewife some modern fixtures for her bath- 
room, kitchen and laundry. 

Yes, the market for water systems is big and the 
potential profits are great. Restrictions on the man- 
ufacture of this equipment are gradually being eased 
and more systems are available today than a year 
ago. The big push, however, will come shortly after 
the war when manufacturers swing into large-scale 
production. 

Current advertising campaigns in national publi- 
cations are keeping the rural public sold on water 
systems. Most manufacturers have prepared effec- 
tive sales aids and merchandising helps which are 
available to dealers. It remains for each retailer to 
decide whether or not he wants this business and 
is qualified to handle it—and then to go ahead. 
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‘The Pledge 
GOES TO WORK 


By Arthur A. Hood* 


Director of Dealer Relations, Johns-Manville 


set their good intentions down in high sounding 
phrases and then do little about them. Writing 
a platform is about one percent of a constructive job 
—the other 99 percent is organization and action. 
Fortunately, there have been enough dealers in 
the country who have established to their great 
profit the principles and policies herein scheduled to 
find a success-tested pattern for action. The fol- 
lowing is a check list of 12 of the more important 
organization steps and methods of action in imple- 
menting the dealer’s “Pledge of Service’: 


]—DEPARTMENTALIZE THE BUSINESS 

Departmentalization can be along traditional com- 
modity lines (lumber, millwork, specialties, coal, etc.) 
or in terms of consumer service packages, new home 
department, repair and remodeling department, farm 
structures department, wholesale materials depart- 
ment (sales to contractors, operative builders and 
industrials), and retail and counter merchandise de- 
partment. The primary question is to determine 
what merchandise is salable at a profit in the mar- 
ket. A check list of hundreds of items of merchan- 
dise handled profitably by dealers of the country is 
available.* The influence of counter merchandise in 
bringing consumer traffic should be given careful 
consideration. 

Increased sales volume may come from more sales 
of items that have been handled in the past, new 
items added to the line, and through the sale of 
skilled services as well as materials. Then there is 
the question of yard-fabrication. Will you fabricate 
farm buildings; roof, floor or wall sections; set 
up windows and doors in their frames, etc., Will 
you act as agent for a producer of prefabricated 
structures? A quite complete list of the yard-fabri- 
cated items being sold by dealers is available.* 

The question of “inventory” homes is important. 
If one family in America out of every 40 is going 
to buy a home every year for ten years, it would 
seem that no dealer would be taking a chance in 
having one or two, or more, ready-to-occupy new 
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homes for sale. They could also be used as models 
for custom-built home sales. Such specialties as ready- 
mixed concrete, structural clay products items; com- 
plete kitchens; recreation houses ; cement and concrete 
items; decorative items and materials; fuels, insula- 
tions, and accessories; glass specialties; floor reno- 
vating; a “garden” line; termite controls, etc., should 
be adopted or set aside for future consideration. 

Every item* of construction service that could be 
sold in the local community at a profit should be care- 
fully considered as to its merchantability at a profit 
and its helpfulness in moving materials. 

Whatever departmentalization is decided upon, it 
might be wise to have separate sales and profit 
accounting, and separate ledgers for wholesale sales 
to middlemen and for sales to consumers. 


2—THE SALE OF CONSUMER PACKAGES 


The consumer, generally speaking, is not interested 
in building materials, but in what those building 
materials will do for him in increased comfort and 
convenience. 

The wise merchandiser, therefore, will sell what 
the consumer wants in construction (i.e. good design, 
quality materials and sound construction) all wrapped 
up in a service package—a house, a roof, a porch, an 
insulation job, a barn, in a complete unit already 
erected or installed, ready to use. This involves, 
first, the organization for the sale of the package— 
then the organization for the production of the 
package. 

The sale involves a combined price on the labor 
and materials necessary to complete the job, and, 
usually, consumer sales financing to make it easy to 
buy the construction package on convenient terms. 

It is apparent that an easy-to-use, reliable, positive 
method of pricing is absolutely essential to the suc- 


. ne Write the author for a free copy of the aforementioned 
sts. 
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cess of any building package sales program. It must 
meet the following requirements: It must be simple, 
accurate, flexible. It must be inexpensive to operate. 
It must be quick, and fit any condition. It must be 
adjustable to commodity and labor price changes. It 
must require the minimum of technical and clerical 
work. The dealer must be satisfied that it allows 
enough for materials (his own and materials which 
he does not stock). The contractor must be satisfied 
that it will be fair in labor rates and profits (to him 
and his sub-contractors). The salesman must have 
confidence in it to prevent any price “chiseling,” 
either by him or by the customer. The consumer, 
by its use, must receive a proposal which will inspire 
him with sufficient confidence so that he will sign 
the order. Only a thoroughly trained and competent 
estimating factor can supply these essentials. 

There are hundreds of consumer packages of con- 
struction service, none quite so important as a home 
or a barn. More than sixty* which usually sell for 
$100.00 or more. 

In addition to the larger packages, the dealer 
should make a special point of organizing the sale 
of applied roofs and siding jobs, insulation installed, 
packaged kitchens, etc. 

Another form of package selling is to sell all the 
materials necessary to complete a construction serv- 
ice package to consumers who wish to do the mechan- 
ical work themselves. This involves careful engineer- 
ing, exact estimating, and guaranteed lists of mate- 
rials which are often cut to fit. 

The sale of complete construction packages does 
not necessarily involve contracting—a dealer may 
maintain a flexible policy in the matter of taking 
the contract itself, depending on (a) the circum- 
stance of the sale, (b) the type of the package, (c) 
the number of sub-contracts involved, and (d) re- 
ciprocal relations with builders. There are several 
ways a dealer may organize the package sale without 
taking the actual contract, such as: 

a) Sell the contract for the contractor but let 
him do the signing. 

b) Organize the package sale and let the con- 
sumer do the sub-contracting. 

c) Use a three-party contract—signed by the 
dealer, the contractor, and the owner. 

d) Contract the labor and supervision sepa- 
rately with the contractor. 

e) Have pre-determined contract prices which 
any one of a number of contractors will ac- 
cept. 

f) Take a contractor, or contractors, into part- 
nership. 

g) Organize a separate contracting company. 

h) Make a separate contract for the financial 
transactions concerned with the sale, retain- 
ing control of the flow of money from owner 
to industry. 

The merchant who controls the sale of construction 
packages in a market is the largest and most impor- 
tant creator of mortgages and installment paper. As 
such he is the most important patron of building 
and loan associations, savings banks and the lending 
departments of insurance companies and other con- 
sumer sales financing agencies. 

The enterprising dealer will capitalize this posi- 
tion by developing a system of cooperation with local 
financing agencies, which will provide the most com- 
plete, the simplest, the lowest cost and most efficient 
handling of the financing of all construction packages 
sold by the dealer or his cooperating building factors. 
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The offering of production packages, on convenient 
monthly terms, should be an automatic part of the 
selling process. 

The vital difference between selling materials and 
organizing the sale of packages was conclusively 
demonstrated recently in a test by an owner of a 
large chain of yards. He took 24 yards and divided 
them into two groups of twelve with approximately 
equal market opportunity. He left one group on a 
materials selling basis and put the other twelve on a 
package selling basis. At the end of a year the 
package selling group showed four times the net 
profit of the materials selling yards. (This is a 
bona-fide test—the details are available). The rea- 
son is, of course, that the competition in materials 
selling is often quite tough while that in “package” 
merchandising is often non-existent. 


3—CONSTRUCTION PACKAGES 


Students of the industry recognize that construc- 
tion is primarily a local industry—that its end- 
product manufacturing plant and final package as- 
sembly point is either a plot of ground for new con- 
struction or an existing building using repairs and 
improvement packages. 

Some local factor must integrate all of the pro- 
duction elements—site, design, materials, equipment, 
and construction—which make up the completed 
package. Because of his plant, equipment, office, dis- 
plays and investment in building materials, and his 
interest in all seven divisions of the consuming mar- 
ket, the dealer is the logical factor to integrate the 
production of all types of light construction packages. 

If the dealer feels that he is not competent to 
supervise the production of completed homes, barns, 





Key to Sales Areas of Yard Layout 
on Opposite Page 


1. Make-it-yourself items, unpainted specialties. 

2. Paints, varnishes, stains, brushes, putty, etc. 

3. Floor coverings, linoleum, wood, asphalt and 
rubber tile, with chairs and mirrored corners 
to show appearance of material on the floor. 

4. Tools, including power home workshop tools. 

5. Glass and mirrors. 

6. Cabinets, breakfast sets, mantels, etc. 

7. Plywoods. 

8. Wall boards and tile boards. 

9. Doors, storm doors, screened doors, displayed 
in pull-out frames so they may be operated. 

0. Exterior wall materials and roofing materials, 

in cabinets arranged so they may be hung 
up to show different combinations. 

11. Insulation materials, displayed as installed 
with glass panels, showing cut-away section. 

12. Samples of lumber and mouldings, displayed 
so novice can tell what he wants without 
knowing the proper name. 

13. Builders hardware, including packaged nails 
and screws. 

14. Full size house wall for display of windows 
that work. 

15. Wallpaper display with seat for perusal of 
samples. 

16. Island display cases for seasonal or special 
sale items. 
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Modern Yard Design Helps to Sell 
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and other “packages” himself, he has several alter- 
nates to select from in organizing this project: 
a) He may select from his own organization a 
construction superintendent. 
b) He may hire and add to his payroll a con- 
struction superintendent. 
c) He may select an individual contractor and 
employ him on a part-time consulting basis. 
d) He may rotate the construction supervision 
among his contractor customers on a pay- 
ment per job basis. : 
Many dealers’ organizations have become so ex- 
pert in the application of roofing and siding and the 
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installation of insulation that they are sub-contracting 
the construction and installation of these materials 
for operative builders and contractors who desire 
such service. This can be a very profitable depart- 
ment of the business. 

The problem of site preparation is becoming in- 
creasingly important in the new home construction 
field. Whether a house is completely fabricated, 
partially fabricated or custom-built, the make-ready 
of the site, the foundation, the basement and the 
hook-up of utilities present a separate problem. 

Anticipating the development of increased prefab- 
rication, the forward thinking dealer might develop 
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one or more professional crews who specialize in 
such make-ready and who would be available to take 
such sub-contracts on a cost-saving basis. With the 
site, the materials, the construction, and the assem- 
bly organized, there remains the important problem 
of design. 

On houses costing upward of $8000.00 the obvious 
answer to the question of correct design is to employ 
an architect on a per job basis, because that price 
bracket will justify the cost of individual architec- 
tural design. On houses below the $8000.00 bracket, 
however, the historic rule applies, that the lower 
the cost, the less economic is the use of an exclusive 
individual design. This necessitates the employment 
by the dealer either of a staff architect, on a full or 
part-time basis, or the utilization of the most modern 
and efficient design service he can secure. 

Whatever solution the dealer employs in the prob- 
lem of small home design, he should make every 
effort to sell local architects’ services to consumers 
whenever they are available and economically justi- 
fied. 


4—BUILD AND SELL RESPONSIBILITY 


Responsibility will be the biggest word in tomor- 
row’s building industry marketing. The industry 
will no longer be able to dodge the consumer who 
demands equivalent responsibility from the man 
from whom he buys a home as he gets when he buys 
an automobile. 

As an industry we can no longer hide behind the 
skirts of the carpenter-contractor in the matter of 
responsibility and foist on him the full responsibility 
for both the materials and the skill with which they 
are put together. 

There are several factors concerned with responsi- 
bility in a single new home job—the manufacturer 
who supplied the materials and equipment, the realtor 
who provided the site, the architect who fashioned 
the design, the contractors and sub-contractors who 
did the work, and the agency which supplied the 
financing. But the consumer cannot go to a score 
of places for responsibility—he wants a responsibil- 
ity headquarters. 

This is the dealer’s opportunity. He can organize 
his suppliers, and those local industry factors con- 
cerned with an individual package sale, into a re- 
sponsible group. Any architect, realtor, contractor, 
sub-contractor or financing agency will be proud to 
acknowledge membership in such a group and would 
take care not to have his membership jeopardized 
by failure to accept responsibility. The dealer can 
fortify his “headquarters” responsibility in two 
ways: 

a) By setting up a reserve of one to two percent 
of the package price against instances where 
he has to make good others’ responsibility. 
Experience has shown that defaults in re- 
sponsibility on the part of the members of 
an organized group are so few that such a 
reserve will pay the dealer a handsome 
profit. 

b) By having a limit on the responsibility for 
a given package of from four months to a 
year, beyond which needed adjustments will 
be paid for by the consumer. 

One enterprising dealer added $50.00 into the 
cost of a new house and refunded the $50.00 to the 
home buyer in instances where there were no com- 
plaints in the first 120 days of occupancy. After 
that, of course, the consumer paid for repairs. There 
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is no single merchandisng feature that will attract 
consumer patronage to the dealer as will organized 
responsibility. 


5—ADJUST THE PHYSICAL PLANT 


Cover the package selling as well as the material 
selling field in the seven divisions of building material 
retailing. 

For the new home market, one or more inventory 
homes should be on sale, ready for occupancy at all 
times. Office models, photos of previous jobs and 
illustrations of houses suitable for local construction 
should be readily available. For the structural 
improvement market, displays indicating the uses of 
products in this field should catch the eye of the 
consumer at every turn in the office and plant. 

It is a good policy to make all displays demountable 
and portable so that the very latest developments in 
products and services are shown and changes may be 
made without excessive cost. 

For the farm market, displays of yard-fabricated 
units, model barns, etc. should occupy prominent 
space. In an operation with a farm potential, a very 
successful dealer lined the approaches to his plant, 
for several hundred feet in each direction, with yard- 
fabricated and portable buildings, priced to be carried 
away by farmers visiting the yard. 

Whenever possible, as a policy, merchandise should 
be displayed as used by the ultimate consumer. 

One middle-west dealer owns 250 suitable resi- 
dential sites in his market—he is ready for a five year 
development in new home sales. 

If suitable lots for home building are not owned, 
the dealer should have a working arrangement with 
local realtors to provide them. 

There should be a complete coordination between 
“what you have to sell” and “the facilities for selling 
and servicing.” 


6—BUILD A CREATIVE SALES DEPARTMENT 


Fortunately for the industry, nearly every dealer 
who has survived the war emergency with a profitable 
business, has learned the technique of creative selling. 
The dealer who wishes to maintain a satisfactory 
peace-time volume and who wants to safeguard his 
business from competition, will abandon forever the 
notion that simply having an adequate inventory of 
materials and a staff of “order takers” available will 
mean satisfactory profits. He will accept creative 
merchandising as a permanent operating principle 
and will establish sales management and consumer 
selling as a continuous function of the organization. 

It is now more apparent than ever that there is no 
retail area, where it is profitable to maintain a lumber 
yard, but what is large enough to support at least one 
consumer salesman spending his entire time on 
creative consumer selling. Consumer salesmen need 
sales management and even the small yard operator 
will therefore segregate his time between general 
management and sales management.* In slightly 
larger areas a selling sales manager is justified—a 
man who spends part of his time directing the sales 
activities of any salesmen or contractors selling for 

(Continued on Page 52) 





* To the one-man-yard reader: These objectives and methods 
may seem formidable and impractical for a small operation. 
However, the degree of efficiency in the consumer’s mind is 
always relative to what he has previously exnerienced. The 
crossroads country store renders a similar service, adjusted to 
the size of its community, to the city department store. The 
smaller yard, too, can serve in principle the same as the multi- 
manned yard and these techniques will enable the small opera- 
tion to grow larger and realize an ever greater share of the 
profit potentialities in its trading area. 
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fabricate individual hog houses 

for winter and spring sale 
should start surveying their sales 
area for potential markets and ori- 
entation of sales promotion effort. 
The market will not be the same 
as in past years because many 
farmers were forced to sell brood 
sows in the spring. It was im- 
possible to carry them over on 
short feed supplies. This market 
condition made the pork supply 
abundant during the summer, but 
now reflects itself in many empty 
houses. As a result there will be 
only spotty demands for extra fa- 
cilities during the coming farrow- 
ing period. 

However, the market for replace- 
ment of older houses will be active, 
as obsolescence has always been 
great in this business. This year 
it will not be hard to promote this 
replacement business, because hog 
farmers have money to spend and 
for the first time a building can be 
offered that will produce more pork 
cheaper. While it is true that any 
farmer is interested in a building 


[) ‘sabricat WHO are planning to 


that will reduce labor and return 


more profit, new wrinkles in an old 
design will not be enough. The 
building that will sell this year, 
must be sound from a design and 
material standpoint, as farmers 
have a yardstick for judging good 
hog housing for the first time. 
Therefore it is important that fab- 
ricators be equipped with this yard- 
stick when they sit down to design 
profitable hog houses. You can get 
this by writing to the U. S. De- 
partment of Agriculture, Bureau of 
Plant Industry, Division of Agri- 
cultural Engineering, Beltsville, 
Md. , Ask for the new circular on 


By J. F. SCHAFFHAUSEN 


THIS YEAR 


requirements for hog houses. 

Don’t overlook the farmer’s com- 
plaints about materials used in con- 
struction. He has kicks about the 
way many of the products that 
were used during the boom a couple 
of years ago have failed to stand 
up. Around your own trading area 
you can hear comments like these 
“The sow ate up the walls, no 
foolin’”; “They walked right 


through the side”; “It got mushy 
and fell apart”. One farmer seri- 
ously inquired of the U. S. D. A. 
whether or not there was any food 
value in a certain fibre product. 

Unfortunately, all these com- 
ments are true and many of the 
materials involved have been dis- 
credited in the farmer’s eyes, be- 
cause not only was he not told how 
to use the materials properly, but 
many fabricators sold completed 
buildings which failed before the 
first season was over. 

All of these materials that failed 
would have served the hog grower 
admirably had they been used in 
combinations that would develop 


‘their strength, insulating value and 


abrasion free qualifications. The 
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arguments against using a com- 
bination of materials have always 
been to the effect that the cost and 
weight would be increased, and 
sales lost. As for the weight, 
farmers are equipped with either a 
tractor or horse to use in moving 
the building. Another hundred 
pounds is immaterial. To 70 percent 
of hog raisers “cheaper in the long 
run” is a wise policy to adopt. They 
understand that an _ economical 
building is one that will produce 
the greatest amount of pork with 
the least labor at the lowest cost. 
No farmer expects to amortize his 
building in one season. 

I’ve heard from hundreds of hog 
farmers and feel that they are in 
agreement on what. they expect. 


They don’t like small houses, re- 
gardless of their cost. They agree 
that they cramp the movements of 
the sow and result in crushed lit- 
ters and damaged structures. Both 
are expensive. They are in general 
agreement, too, in preferring the 
box type house to the A-type house. 
Most of them feel that insulation 
is essential and that a better sys- 
tem of ventilation is needed. The 
tilting top that can be opened on 
warm days is popular. All these 
features and many others are cov- 
ered in the U. S. D. A. circular, 
and can be sweated into a saleable 
hog house. But it will take time 
for development, so the project 
must go into work now. 
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Super - Store 


FOR FUTURE MERCHANDISING 





postwar planning. It proves that the Gordon 

Lumber & Supply Co., Kenosha, Wis., is facing 
the future with confidence—expecting to handle a 
record volume of business by gearing its merchan- 
dising methods to the demands of the times. 

Leo Gordon, secretary-treasurer of the concern, 
believes firmly that future success in the lumber and 
building materials field will depend on more attrac- 
tive display .rooms and improvements in retailing 
techniques. Even before the war, he was planning 
the construction of new and modern buildings to 
house the business. Wartime restrictions delayed 
execution of these plans, but the work will go ahead 
as soon as possible after victory. 

Photographs on this page show the business build- 
ings as they now appear. The drawings are an 
artist’s conception of the new store which will be 
strikingly modern in looks but entirely practical in 
design. 

Mr. Gordon is considering the addition of house- 
hold appliances to present stocks, and the new store 
will have adequate display space for ranges, refrig- 
erators and radios. 

The construction of the modern store pictured here 
will be only one of many steps—all of which are part 
of a long-range planning program to build a better 
business with greater profits. 

When urged by the writer, Mr. Gordon offered a 
number of suggestions for other lumber dealers. All 
of them are part of his long-range plan, and he is 
actually practicing them now. The suggestions fol- 
low: 

“Lumber and building material dealers should be- 
gin to anticipate their needs for lumber and other 
hard-to-get items, place orders in advance, to be de- 
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H poste AN INDIVIDUAL example of practical 


livered when the needs for war are over and civilian 
production begins. 

“Train employes in selling and to adopt other mer- 
chandising practices that have paid off for chain and 
mail order selling organizations. We should have 
no quarrel with the chain or mail order organizations 
as such. We must admit they know how to sell mer- 
chandise. Do not fight them but go along emulating 
their display and demonstration methods regularly. 
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Photographs on these pages give exterior views 

of the buildings now occupied by the Gordon 

Lumber & Supply Co., Kenosha, Wis. The line 

drawings are an artist's conception of the 

super-store building to be built after victory. 

Note the clean, modern lines—the abundance 
of display windows. 




































































Try improving upon them wherever possible . . . not 
by price-cutting tactics but by offering and furnish- 
ing a better personal contact home service for re- 
pairs, remodeling, etc. 

“Watch credit extension. Many workers who to- 
day are earning high war salaries are not looking to 
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the future and saving up a nest egg for a rainy day. 
This type generally overspends and such accounts 
should be watched carefully in extending credit. On 
the other hand, many others are now investing in 
government war bonds. This class of people will 
form the nucleus for a large pent-up potential buying 
power in the postwar time. They will have money to 
spend for improvements of their homes and many 
also will desire to build new houses. Hence, it is 
not too early to inaugurate an advertising campaign 
for home improvements and home ownership after 
the war. 

“Keep a card index record of names and addresses 
of all inquiries received from customers who now 
come into the office desiring to purchase items not 
now available, as well as those showing a desire to 
repair, remodel, or build a new home. This list should 
be a large prospect file to follow up when Hitler and 
Tojo are no more. 

“Fix up your display room. Make it inviting for 
the women folk to come into your place of business 
by displaying built-in fixtures, medicine cabinets, 
roofing, and many other items you sell. All of these 
can be displayed attractively.” 
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WASHINGTON CALENDAR 





OME OF THE RUMORED changes in lumber control 
orders have been made and are now in effect. These 
rumored changes, as you’ll remember, were in two 

groups. The first were to correct errors in the original 
orders or were to meet the shifts in the pattern that had 
shown up after the orders were written. The second 
looked farther ahead. They were to deal with the ex- 
pected and probably drastic alterations of the pattern, 
caused by the termination of the European war. You’re 
probably more interested in the second group; but they 
are in the future and continue to be rumors. 

But there seems no good reason to change the earlier 
prophecies about the post-war modifications. If the Nazis 
are defeated this winter, it seems still to be probable that 
control officials will lift many if not all the distribution 
orders and that they’ll take this action promptly. Of 
course you’d like to know which distribution orders, and 
you’d appreciate an estimate of the date. But the best 
we can do, as of the present moment, is to repeat the 
statement that these officials seem anxious to remove 
as many rules as possible, not as few as possible, and 
that they want to do it as soon as possible. In this state- 
ment “as soon as possible” means as soon as this action 
seems to be safe. 


Revised L-335 


The first seven Directions to L-335 have been amended. 
One of the advantages of this order is the fact that it 
can be revised quickly, without going through the busi- 
ness of replacing the order itself. 

The amendments to the first five Directions are mostly 
corrections of phraseology; although there are some 
changes in the official definition of small mills. There is 
an added paragraph that includes the Veterans Admin- 
istration in the military list; and, as we understand it, 
this action gives to the Veterans Administration the 
same rights and advantages, in the purchase of lumber, 
that are held by the Army and Navy. This lumber is to 
be used in the construction of hospitals and the like. 
Then Direction (3) has been modified to reduce the mili- 
tary requirements percentage from 60 to 40. As we get 
it, this means that a redwood mill must now accept mili- 
tary orders, as described in paragraph (c) only to 40 
percent of the mill’s expected monthly shipments. 


Direction Six 

Amendments to Direction (6) are of special interest to 
the industry, since they deal with relaxed controls over 
dealer sales. These changes follow the general lines pre- 
dicted on this page two weeks ago. If the following 
statements seem technical, it’s because the changes are 
technical. So don’t shoot the organist. He’s doing the 
best he can. 

Several additional grades have been released for un- 
certified and unrated sales; including “E” grades both 
of Douglas fir and of western hemlock and including also 
No. 3 or lower grades of cypress and redwood dunnage. 

Any lumber supplier may deliver to any person on un- 
certified and unrated orders lumber produced by and re- 
ceived from sawmills on uncertified and unrated orders 
under Direction (7) or paragraph (e) of Directions (1) 
through (5); also lumber specifically released by a Direc- 
tive pursuant to paragraph (y) (2) of Order L-335. 

The No. 3 and lower grades of hardwood, and No. 4 
western red cedar, formerly included in paragraph (b) 
of Direction (6) have been taken out of the amended 
text. These woods are now covered by Direction (7). 
Direction (6) as amended permits the sale on uncertified 
and unrated orders of lumber received on uncertified and 
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unrated orders from mills covered by Direction (7). 

Perhaps this sounds to you like Washington Irving’s 
fifer, “playing most villainously out of tune.” The fact 
is, of course, that these orders have to be drawn in such 
a way that, if necessary, they can stand the hard looks 
of the courts. 

They tell us that all hardwoods, of any species and 
grades, and some softwoods may now be sold and deliv- 
ered on uncertified and unrated orders if such sale and 
delivery will not interfere with the filling of a certified 
order. Of course if you have a certified order, you have 
a sale, anyway. 

As we get it, unrated sales of softwoods are still 
limited by species and grades. Also these unrated sales 
are in general limited to lumber produced by small mills. 
It is true that large mills, covered by the first five Direc- 
tions, may under certain conditions ship on uncertified 
and unrated orders. If they have surplus stock accu- 
mulating, they can apply to the WPB for permission to 
make these sales. If the permission is granted, they are 
then allowed to make the sales. But the NRLDA tells 
us there is little likelihood that large mills will get such 
permission. There are indications, however, that the 
Lumber Branch will aid these mills in finding rated or- 
ders. Here’s a rough rule-of-thumb: If you can buy it on 
uncertified and unrated orders, you can sell it on uncer- 
tified and unrated orders. 


Backgrounds 

This is, among other things, an effort to keep small 
mills in operation. Some officials have told the writer, 
off the record, that at the moment there isn’t much need 
in the market for the product of the small mills. Some 
distributors, especially in the South, would take instant 
exception to this statement; since they depend largely 
upon these small mills for their yard stock. But these 
men find an equal hindrance in the low ceiling price un 
log-run lumber. Of course it will help them if they can 
sell without a rating what they can buy without a rating. 
Amended Direction (6), added to (8) (a), will be of 
much value to them. But if the little mills can’t come 
out in the black, selling at ceiling prices, they do one of 
two things; close down, or start themselves a black 
market. 

Officials say that while sales have lagged for the 
moment there’s likely to be a bull market for lumber, 
say, next spring. It may come sooner if the European 
war ends and if the questions about the change-back 
get satisfactorily answered. If in the meantime the small 
mills have closed down it’ll be a tough job to get them 
going again. Better keep them going. 

Why have sales slowed? The writer is told that sev- 
eral of the big claimant agencies and other customers 
who hold certifications have not been taking the amount 
of lumber they stated in advance that they would need. 
The WFA and the NHA, during the third quarter, took 
less than half the amount they asked for in advance. 
Returned allotments, during that quarter, are said to 
— amounted to something like seven hundred million 
eet. 

Furthermore, the claimant agencies haven’t wanted 
the rough-green, log-run stock and haven’t taken it. 
This stock is supposed to be the responsibility of the 
concentration yards; but there are large areas in which 
much small-mill lumber is cut where there are no con- 
centration yards. In those areas the distribution yards 
took over this production; added drying and remanufac- 
turing equipment. The early war regulations made this 
difficult; and when a distribution yard could sell but 
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5,000 to 8,000 feet a quarter in the open market there 
wasn’t any incentive to buy the small-mill production. 

The amendments ought to change this situation. The 
Corn-Belt distributor, of course, has always depended 
on big-mill stock; and these changes will not help him 
directly. But if they help the southern distributor they 
should, to that extent, make more big-mill output avail- 
able to the prairie yard. The southern yards are still 
asking for higher log-run ceiling prices, to encourage the 
small producer. Fred R. Stair, of Knoxville, has taken a 
leading part in this effort. 


Eased Building Restrictions? 


Here’s another grapevine flash about our industry. 
Your guess is as good as any. It is the rumor that the 
WPB may apply some variation of the “spot-authoriza- 
tion plan” to the construction of industrial and residen- 
tial units and that the agency may take this action be- 
fore the European war is officially over. 

Local reconversion has been at least nominally possible 
for quite a while. The theory is that, in areas where ma- 
terials and manpower are available and where the diver- 
sion of these factors to civilian-goods production will 
not hamper the war effort, an industry may apply for 
the right to shift to the making of these goods. Both 
the WPB and the WMC, we understand, must approve 
the application before the change can be made. So far, 
it’s been a difficult and slow process, involving much cor- 
respondence and many forms. 

Industry lost interest in the spot-reconversion idea 
when it appeared that the war was near an end in 
Europe. This loss of interest was increased by the state- 
ment of the WPB that it probably would remove 350 of 
the 500 controls after the victory in Europe. This num- 
ber, you understand, includes controls in all industries; 
not merely in lumber. It’s easy to understand this shift 
of interest. Spot-reconversion would affect a plant here 
and there; where lifting this large number of controls 
would mean a wide opening for general reconversion. 

Because at the moment the European war is slowing 
down, as the allies reach the borders of the Reich, there 
is a revival of interest in the spot plan. Applications are 
reaching the WPB in numbers upwards of a hundred a 
day. Nearly half—about 44 percent, to be more exact— 
of those already dealt with have been approved. Man- 
power is said to make relatively few objections. It is 
said that if the victory in Europe is much delayed, say 
until spring, the spot plan will be simplified. 

Up to this point, of course, our industry is not much 
involved. But here is where the grapevine flash appears. 
It is to the effect that, if V-E Day is much delayed, the 
government will allow civilian construction to go forward 
on the basis of this local permission. 

Much will depend, no doubt, upon the estimated vol- 
ume of the early civilian lumber markets, when the con- 
trols are relaxed. That is anybody’s guess; at least dur- 
ing the early weeks after V-E Day. If this volume were 
to rocket up, as some people expect it to do, controls 
probably would have to be tightened again. 


Industry Demobilization 


This may not greatly affect our industry, at least di- 
rectly; but expect the cut-backs in industrial war con- 
tracts to come sooner and to go deeper than we’ve been 
led to believe. Of course this will have a reasonably 
direct impact through the reduction in new war-housing 
contracts; but we’re still told that the war demands upon 
lumber stocks will continue to be high. Don’t be too 
completely sure about that, either. Reports indicate that 
several of the big agencies are taking less than they 
asked and less than was allotted to them. 

In the main, don’t expect sizable cuts in war orders 
until after the European war ends. However, the indus- 
trial seale-down is likely to start before all the fighting 
is over. But it will not be allowed, this war-order reduc- 
tion, to hamper the war in the Orient. 

Keeping these things in mind, prepare to see the war 
orders reduced by substantially more than the officially 
predicted 50 percent. Also prepare to see this done 
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sooner than the six months or so that has been sug- 
gested. 

Officials, we’re told, are pretty well agreed on the 
larger and faster reductions. As usual, they’re not 
agreed upon the reaction of John Citizen to this in- 
formation; especially if it’s given to him without 
psychological preparation, whatever that is. We under- 
stand that experienced business men in government hold 
out for telling the story as it actually is. They say the 
average industrialist will not let down. We hear reports 
of factories that are making essential war goods and 
that are so determined to reconvert right now that the 
War Department is considering the sending of troops to 
hold them in line. But these are not representative; and 
in fact no amount of craftiness or concealment in dealing 
with such men would hold them in line. Giving the great 
majority of industrialists the actual facts would enable 
them, at one and the same time, to complete the needed 
munitions still on schedule and to prepare their busi- 
nesses for the changes. 

Our understanding is that officials will follow the sec- 
ond course; will give out the facts as soon as they are 
fully determined. In fact there seems to be considerable 
belief, both in government and in business, that the 
change-back can be managed in a shorter time and with 
less business disturbance than seemed possible a few 
weeks ago. 

The Army is said to be working out a system of settle- 
ment with contractors in advance of the termination of 
the contracts. It’s a sort of working drawing of what 
is to be done; will be ready for use when needed and 
can. be put into effect without a long stoppage while ne- 
gotiations are in progress. Many business men dread 
especially a period of slowing down and stopping of the 
machines, while men sit around a table and try to think 
of bright ideas. Henry Kaiser puts a high value on what 
he usually refers to as “industrial momentum.” Stop the 
wheels of industry, he says, and many of them will never 
start again. 

In the main, Washington is now determined to speed 
up reconversion. Officials are convinced that a retarded 
or bungled change-back could frighten the public into 
staying out of the consumption market. To avoid this, 
there’ll be as much speed as seems to be safe—and that’s 
considerable speed—in getting the job done. Prices will 
be kept flexible; and the setting of 1942 prices as normal 
and as the standard to be followed is nothing more than 
an aiming point. If prices are set to cover costs, in the 
first few weeks or months, these prices should yield sat- 
isfactory profits after the “shake-down cruise” is over. 
Object is so to set prices that they will not discourage 
either producers or consumers. 


Laminated Lumber Standards 


The Central Committee on Lumber Standards, ap- 
pointed by the Department of Commerce, is at work on 
the task of developing basic standards for glued lami- 
nated lumber products. 

This may well prove to be one of the most important 
technical developments, for our industry, to come out of 
the war experience. These products are already being 
manufactured in volume. The process opens-a big field 
to forest products. And the usable value of these items 
must depend largely upon the practical skill and the sci- 
entific methods employed in producing them. 


Delivery Allowance 


A short time ago the OPA reduced the allowance for 
delivery of log-run Southern pine lumber, beyond the 
30-mile free-delivery zone, from ten cents a mile to five. 
The intention was to encourage small mills to sell to 
their local customers. These customers claimed that, 
with the advantage of mileage to distant customers, the ~ 
local buyers were ignored. But it seems that this change 
worked a special hardship on small mills in the middle 
Atlantic area; was about to compel many of them to - 
close. To allow more time to study the problem, the 
OPA has restored the 10-cent figure. 


October 28, 1944, AMERICAN LUMBERMAN 





























the 
not 


z THE THORNTON WAY 
|| MAKE YOUR 12-2 Ton MEDIUM TRUCK DO WORK 


ing A THORNTON Conversion 


met for Log Hanling 
Lbie 
ded 


usi- 















3ec- 
are 
ible 
the 
vith 
few 


tle- 

1 of 

that 
and : 
ne- : , . 

read ; 

the THIS NOT THIS 

vhat . 1 Heavy Duty Truck 2 Medium Trucks 
the 1 Driver (dees wort of tws) 2 Drivers 


ever 1 Wage 2 Waaes 





peed 
rded 


into THORNTON GIVES 100% MORE 


this, 


at's TRACTIVE EFFORT...100% MORE 


will 


seen PAYLOAD CAPACITY 


ees Whether your business is mining, logging, lumbering, oil 


ver. production, hauling, construction work, etc., you face the 
rage need of more heavy duty trucks. Where can you get them? 
Here is the solution: If you own a new or used 114-2 ton 
medium, we can convert it into a rugged, powerful, 6-wheel 


on- heavy duty truck capable of hauling 100% more payload 
k on through dirt, sand, mud, snow and up steeper grades. 
ami- 





We can prove savings in manpower .. . investment .. . 


rtant Operation . .. upkeep. 

ut of 28 P P This is the Thornton Drive, consist- 
ane You need this heavy duty conversion. Place your order with aay mts cee Menke 
ba Thornton today. Make more money with one truck. beam” type springs; wheels; tires. 
> sci- 





























tee ht as. : 

4 Thornton Tandem Co. - 

THORNTON TANDEM C0 ' 8709E Grinnell Avenue : 

e for . $ Detroit 13, Michigan, U.S.A. : 
— 8709-E GRINNELL AVCONUE e Plaza 9700 Please send me catalog of facts on changing my 112-2 ton 
11 to DETROIT 13, MICHIGAN, U.S.A. : truck into a heavy duty truck. : 
that, H Name — : 
3, the Investigate THORNTON Automatic-Locking ' ' 
dame DIFFERENTIAL for Replacement in Truck Axles 4 Address : 
iddle a City State ; 
ae In Canada see: H. V. WELLES, LTD., Windsor Daun Oe Toodk oo 
ye : Used for - 
t 4 





AMERICAN LuMBERMAN, October 28, 1944 31 














Sm; ALAMOGORDO, NEW MEXICO 
Syn A ame = 


41 


= IR from the 


Sacramento Mountains 





Here's lumber cut from timber that 
grows at an altitude of 10,000 feet. Fir 
especially suitable for construction work 
and railroad timbers. Choice Ponderosa 
Pine, soft-textured, even-grained, easily 
workable. This modern mill, with up-to- 
the-minute machines, has every facility 
for top-quality production. Plan to send 
your postwar orders to Southwest Lum- 
ber Co., Alamogordo, New Mexico. 


Douglas Fir 
Ponderosa Pine 
White Fir 











THE FEATHER RIVER 
LUMBER COMPANY 
Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 
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Scheduled Meetings 

Nov. 1—Northern Hemlock & Hard- 
wood Manufacturers’ Association, 
Plankinton Hotel, Milwaukee, Wis. 
Postwar planning meeting opens at 
9:30 a. m. 

Nov. 14—Lumber Dealers’ Association 
of Connecticut, New Haven, Conn. 
Annual. 

Nov. 17—Retail Lumber Dealers Asso- 
ciation of Maine, Bangor House, Ban- 
gor, Maine. Twelfth annual. 

Nov. 27-28-29—Producers’ Council, Ho- 
tel Roosevelt, New York City. 21st 
semi-annual. 

Dec. 1—Washington State Forestry 
Conference, Seattle Chamber of Com- 
merce, Seattle, Wash. 23rd annual. 

Dec. 7-8-9—Western Forestry & Con- 
servation Association, Portland Ho- 
tel, Portland, Ore. Annual. 

Dec. 11-183—National Lumber Manufac- 
turers’ Association, American Forest 
Products Industries, Inc., and Timber 
Engineering Co.; Blackstone Hotel, 
Chicago. Annual meetings. 

Dec. 16—Nylta Club, Hotel Belmont- 
Plaza, 48th & Lexington Ave., New 
York City. Annual Christmas party. 

Jan. 5—National Association of Hard- 
wood Wholesalers, ‘Lincoln Room, 
Hotel La Salle, Chicago. Annual. 

Jan. 9-10-11—Indiana Lumber & Build- 
ers’ Supply Association, Indianapolis, 
Ind. Convention at Murat Temple; 
headquarters at Claypool Hotel. 

Jan. 10-11—Carolina Lumber & Build- 
ing Supply Association, Hotel Char- 
lotte, Charlotte, N. C. 22nd annual. 

Jan. 16-17—Kentucky Retail Lumber 
Dealers’ Association, Brown Hotel, 
Louisville, Ky. 40th annual. 

Jan. 18—American Walnut Manufac- 
turers’ Association, Chicago, Ill. An- 


nual. 
Jan. 18-19—Northwestern Lumbermen’s 
Association, Minneapolis, Minn. An- 


nual. 

Jan. 24-25—Southwest Lumbermen’s 
Association, Municipal Auditorium. 
Kansas City, Mo. Hotel headquarters 
likely will be Muehlebach. Annual. 

Jan. 25-26—Western Retail Lumber- 
men’s Association of Canada, Fort 
Garry Hotel, Winnipeg, Canada. An- 
nual. 

Jan. 31-Feb. 1-2—Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick Hotel, Columbus, Ohio. Annual. 

Feb. 5-6—Mountain States Lumber 
Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual. 

Feb. 6-7—Michigan Retail Lumber 
Dealers’ Association, The Pantlind, 
Grand Rapids, Mich. Annual. 

Feb. 7-8—Lumber Dealers’ Association 
of Western Pennsylvania, William 
Penn Hotel, Pittsburgh, Pa. Annual. 

Feb. 8-9—Iowa Retail Lumbermen’s 
Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Annual. 

Feb. 13-14-15—Illinois Lumber & Mate- 
rial Dealers’ Association, Sherman 
Hotel, Chicago. Annual. 

Feb. 15-16—Virginia Building Material 
Association, Hotel John Marshall, 
Richmond, Va. Victory conference. 

Feb. 20-21-22—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee Au- 
ditorium, Milwaukee, Wis. Annual 

Feb. 22-23—Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Peabody Hotel, Memphis, Tenn. An- 


nual. 

Feb. 26-27—Nebraska Retail Lumber 
Merchants’ Association, Fontenelle 
Hotel, Omaha, Neb. 55th annual. 

March 5-6-7—Independent Retail Lum- 
ber Dealers’ Association, Nicollet Ho- 
tel, Minneapolis, Minn. Annual con- 
vention and postwar materials con- 
ference. 
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Southern Hardwood Producers' 
New Secretary 


C. Arthur Bruce, president of 
Southern Hardwood Producers, Inc, 
Memphis, Tenn., has announced the 
election of Ben R. . 

Ellis as secre- 

tary - manager at 

a meeting of 

that  organiza- | 
tion’s board of 

directors in Mem- 

phis Oct. 17. Mr. 

Ellis succeeds E. 

R. Linn, who re- 

signed some time 

ago, and at his 

own request, Cal- 

vin E. Miller, who 

has been serving © 
as acting secre- £ 
tary, now returns — 
to his former 
work as statisti- 
cian for the as- 
sociation. 

Mr. Ellis was formerly secretary of 
the Southern Cypress Manufacturers’ 
Association with headquarters in 
Jacksonville, Fla. In 1941 he was 
loaned to the Lumber and Timber 
Products War Committee, Washing- 
ton, D. C., where he had general 
charge of, and provided guidance to 
lumber manufacturers on complicated 
priorities procedure. In addition to 
those important duties, Mr. Ellis has 
been serving the War Manpower 
Commission, which work he is now 
concludirfg, and expects to take up his 
new duties in Memphis about the first 
of November. With WMC he did 
a splendid job of coordinating infor- 
mation about labor saving devices in 
the lumber industry. 

As soon as Mr. Ellis takes over his 
new duties, it is expected that the di- 
rectors and association committees 
will get together for the formation of 
postwar plans for the industry. Inci- 
dentally, the membership of the asso- 
ciation now is the highest in its his- 
tory. 





Ben R. Ellis 


Chicago Hoo-Hoo 


The Chicago Hoo-Hoo celebrated 
Columbus Day—Oct. 12—with golf 
and a dinner party at the West- 
ward-Ho Golf Club, Melrose Park, Ill. 
Twenty-five golfers took advantage of 
the warm autumn day and finished 
18 holes, and 37 members and guests 
sat down for the delicious chicker 
dinner. Ben F. Springer No. 34265, 
International Secretary of Hoo-Hoo 
was special guest and gave a talk 0 
the merits and benefits of the Order 

E. W. Kettlety No. 29209, Vicegeren! 
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A MESSAGE FOR 
Post-War Lumber Buyers 


When Victory lifts the lid on civilian requirements, rapid 
replacement and expansion of stocks will be required. You'll 


need thoroughly dependable sources for all essential materials. 


At that time, you can count on Ralph L. Smith Lumber Com- 
pany to fill your entire needs for soft-textured Ponderosa Pine, 
special pine products and other West Coast woods. Our timber : | 
reserves, recently expanded facilities, and rigid grade standards | 
will be your assurance of high quality and prompt service on 


every order. 


WE SPECIALIZE in Cut Stock, Glued-up Stock, | 
Ladder Stock—rough and run to pattern—in fact | 
anything made from Western Lumber. 


REMEMBER, TOO 
WE WHOLESALE 


HEMLOCK 
DOUGLAS FIR 
SITKA SPRUCE 
PORT ORFORD CEDAR 


Pine Saw Mills @ Dry Kilns @ Planing Mill — Canby, Calif. 
Box Shook Factory — Alturas, Calif. 
Moulding Factory — Klamath Falls, Ore. 





Manufacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Me., Victor 4143 When making inquiry, please include priority 


Member of Western Pine Ass'n., National Wooden Box Ass’n., Ponderoso Pine Woodwork, rating and ‘release. Address all correspondence 
National-Americon Wholesole Lumber Ass'n. to our Kansas City offices. 


WEST COAST OFFICE: 908 PORTER BUILDING © PORTLAND &, OREGON 






Snark, says the 19th hole has been 
pronounced by experts as the biggest 
and best ever and advises that more 
meetings are being planned, to be held 
indoors between now and February. 
Chicago Hoo-Hoo aim at “45 in ’45.” 


Baltimore Lumber Exchange 


The managing committee of the 
Baltimore Lumber Exchange held a 
meeting in the Merchants Club on 
Oct. 2, which was presided over by 
President Harold A. Crane. Following 
reports by President Crane and Sec- 
retary Ivan Brent, an informal dis- 
cussion of business conditions took 
place. 


New England Lumbermen Hold 
Quarterly Meeting 

The quarterly meeting of the New 
England Lumbermen’s Association 
was held at Hotel Carpenter, Man- 
chester, N. H., on Oct. 6. A. M. 
Batchelder of North Chelmsford, 
Mass., president, presided at the ses- 
sions and Eliot A. Carter of the 
Nashua Gummed & Coated Paper Co., 
Nashua, N. H., New Hampshire State 
chairman for CED, spoke on the work 
of the Committee for Economic De- 
velopment. 

Several government men from the 
Boston regional offices of their re- 
spective bureaus answered questions 
and spoke on price controls, wages 





WOODLIFE, 


write for details. 













WOODHEALTH is a newly-devel- 


oped colorless preservative for pro- 


tecting wood products against rot, 
termites, carpenter ants, lyctus or 
powder post beetles. Dries odorless 
and does not discolor or interfere with 
painting. Easy to use and inexpensive. 
Made by the manufacturers of 


Attractive merchandise for lumber 
dealers. It's a money maker for you— 


Protection Products Mfc 


NEW 


FAST-SELLING 
MERCHANDISE 


...A Beautiful Package 
. | and 5 gallon sizes 


. . . Farmers and House- 
holders Use to Treat Such 
Items as: 


@ Fence Posts 

@ Porch Posts 

@ Hog Pens 

@ Chicken Coops 
@ Binder Tables 

@ Manure Spreaders 
@ Foundation Timbers 
@ Picket Fences 

@ Trellises 

@ Hot Beds 

@ Lawn Furniture 

@ Boats 


. Co. 








and hours, and government regula- 
tions affecting the lumber industry, 
and a general discussion of the post- 
war outlook from the box, retail, and 
manufacturing viewpoints followed. 


National Hardwood Associa- 
tion Membership Record 


National Hardwood News, official 
bulletin of the National Hardwood 
Lumber Association with headquar- 
ters in Chicago, reports the addition 
of 255 members during its fiscal year 
ended Aug. 31, exceeding by 10 per- 
cent the splendid record of 232 new 
members during the previous year. 
This remarkable growth in NHLA 
membership, which now totals 1130 
names, is the work of General Chair- 
man Franklin T. Griffin, his regional 
chairmen and their committees. 


Birmingham Building 
Material Exchange 


The Building Material Exchange of 
Birmingham, Ala., at its annual meet- 
ing and banquet Oct. 17 installed 
Thornton (Speedy) Estes as president 
to succeed Peter Fyfe, Seale Lumber 
Co., who had served as president for 
the past two years. Mr. Estes is a 
veteran in organization work, having 
served once before as president of the 
Birmingham dealer organization and 
twice before as president of the Ala- 
bama association. He is now one of 
the lumber industry’s representatives 
in Washington. 

Other officers installed were: vice 
president, R. N. (Dick) Hawkins, 
Kirkpatrick Sand & Gravel Co.; sec- 
retary, Will Stone, Barnett Lumber 
Co., and treasurer, Charles Estes, 
Estes Lumber Co. Mrs. Mildred C. 
Richardson continues as_ executive 
secretary. 

Chief speaker at the meeting was 
Wilbur Nolen, Alabama director of 
the Federal Housing Administration. 
Bedford Seale presided as toastmaster 
at the entertainment features of the 
meeting. 


Twin Cities Hoo-Hoo 


The first fall luncheon meeting of 
the Twin Cities Hoo-Hoo club was 
attended by more than 60 members. 
Principal speaker was Andrew M. 
Dinsmore, Federal Bureau of Investi- 
gation agent, who discussed the work 
of the FBI in discouraging sabotage 
and espionage. Next monthly meeting 
of the club will be Nov. 15. 


East Bay Hoo-Hoo 


Wm. Chatham, Jr., Loop Lumber & 
Mill Co., Alameda, Calif., has been 
elected president of East Bay Hoo- 
Hoo Club, No. 39. John Helm, Santa 
Fe Lumber Co., San Francisco, was 
elected vice president; G. W. Sechrist, 
was re-elected secretary-treasurer, and 
Everett Lewis, Gamerston & Green 
Lumber Co., Oakland, was elected ser- 
geant-at-arms. New directors are: 
Tom Hogan III, Hogan Lumber Co., 
Oakland; Tom Jacobsen, Piedmont 

(Continued on Page 38) 
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Barc 1 amis 


E ARE LIVING in a very unusual economy today. 

Because of the war, manufacturers cannot pro- 
duce anywhere near enough goods to supply the needs 
of their customers. 


Some have been hit harder than others. If the manu- 
facturer’s plant happens to be located in an area which 
the War Manpower Commission calls a No. 1 critical 
area, he is able to produce goods only in accordance 
with the manpower he can scrape out of the bottom 
of the barrel. If the manufacturer is in a No. 2, 3 or 
4 area, he can produce more goods. 


The Big Battle is Ahead 


As a result, there have usually been just about enough 
building materials available from all sources to permit 
the dealers of the country 
to chug along on two or 
three cylinders, and in the 
main to keep their busi- 
nesses afloat. 


Some day this abnormal 
economy will end and the 
real battle for survival will 
begin. All of us have read 
the staggering figures of po- 
tentials for the Building 
Industry after the war. But 
let’s not be misled. Those 
potentials that we hear bandied about can dissolve 
into a fine mist when the manufacturers of automo- 
biles, washing machines, vacuum cleaners, and all 
those other products supplying other consumer needs 
get their selling organizations out into the field and 
go after the consumer dollar in the post-war world. 


A Challenge to the Building Industry 


What do those manufacturers have that we don’t have? 
Here, I believe, is a challenge to all of us in the 
Building Industry. Those manufacturers in other in- 
dustries have the selling power of brand names which 
have obtained the confidence of the people through 
national advertising —and, strong dealer organizations 
with well-trained consumer salesmen. 


Now if we are candid with ourselves, we all know 
that the American economy of the future is going to 
be far more competitive than any we have known 
before. When we in the Building Industry speak of 
becoming a selling industry, it means that, the manu- 
facturer must provide the consumer salesmen with 
brand identification that has national consumer accept- 
ance. And it means that the manufacturer and the 
dealer must build and train an adequate consumer 
selling organization. Without these we cannot com- 
pete successfully with salesmen in other fields. 
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The other day I sat in a meeting with a group of 
Johns-Manville executives, and there I saw post-war 
planning which was not just so many words. It was the 
good solid thinking of experienced men who were really 
“pulling a bead” on this whole problem. They were 
not only looking to the future, but they were analyz- 
ing the past. Let me quote just one statement: 


“IT know these are troublesome times for our dealers, 
and I know that our inability to furnish them with a 
lot of our products, because of our shortage of man- 
power, is a matter of great concern to many of the 
dealers who have been loyal to Johns-Manville for years. 


J-M Radio Program 


“‘But very soon their problems will be selling problems. 
For the past decade through national and local train- 
ing schools, we have taken the lead in the effort to 
make the Building Industry a selling industry. 


“Since 1941, when consumer selling became a war 
casualty, we have been truly doing a post-war planning 
job with the Johns-Manville Radio Program, ‘Bill 
Henry and the News.’ For 5 nights a week, 52 weeks a 
year, this program, the most popular news program on 
the air, has been reaching an audience of over 30 
million people month after 
month, for nearly 3 years. 


Education of Dealer 

Salesmen 
“Yes, it has cost a lot of 
money. But the consumer 
acceptance we have built 
for our name and on which 
our dealers can capitalize 
will pay dividends in the 
competitive days ahead. 
This indispensable con- 
sumer selling asset plus our 
plans for dealer clinics and the development of the 
proper equipment to educate consumer salesmen for 
our dealers is Johns-Manville’s answer to making the 
Building Industry a selling industry in the post-war 
period.” 


Planning for the Future 


This quotation is typical of Johns-Manville planning 
for the future. We hope that every serious-minded 
manufacturer in our field is thinking along similar 
lines. We are convinced that only through the best 
thinking and the co-operation of all can the Building 
Industry become a selling industry and meet the com- 
petitive problems of the future. 
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(Continued from page 34) 
Lumber & Mill Co., Oakland; W. J. 
Nicholson, California Plywood, Inc., 
Oakland; Jack B. Wood, E. K. Wood 
Lumber Co., Oakland, and Albert A. 
Kelley, Alameda. 


Maryland Retailers Will Meet 


The newly formed Retail Lumber 
Dealers’ Association of Maryland will 
hold its second meeting the evening 
of Nov. 6 at the Lord Baltimore Hotel 
in Baltimore, at which place the or- 
ganization has decided to hold meet- 
ings the first Monday evening of every 
month. 


Montgomery Lumbermen's Club 
Adds More Members 

At its regular meeting at the Jef- 
ferson Davis Hotel on Oct. 9 at 12:30 
p. m., the Montgomery Lumbermen’s 
Club, Montgomery, Ala., announced 
nine new members: W. T. Smith 
Lumber Co., Chapman, Ala.; Cecil H. 
Smith Lumber Co., Wetumpka, Ala.; 
Rockford Lumber Co., Rockford, Ala.; 
W. M. McGowin Lumber Co., Pine- 
apple, Ala.; Monroeville Lumber Co., 
Monroeville, Ala.; Foshee Lumber Co., 
S. H. McCreary Lumber Co., O. L. 
Williams Lumber Co., and C. W. 
Smith Lumber Co., Montgomery, Ala. 





Spokane Pine 
Precision 
Frames 






are made of choice 
Idaho White Pine and 
Ponderosa Pine, care- 
fully seasoned for this 
All units 


precision ma- 


special use. 
are 
chined, fitting to- 
gether snugly, making 
weather-tight joints. 
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A Corner in Our Frame Factory 


Put your large or small wartime needs for stock or special mill- 
work up to us. Our plant is modern and well equipped through- 
out, our organization skilled. Depend on Spokane Pine products 
and Long Lake lumber for your postwar needs in precision-built 
frames, quality interior trim and lumber. 
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S. A. Douglas, president, presided. 
M. J. Savelle of the War Production 
Board’s local office, presided at a 
roundtable discussion and answered 
questions relative to the problems 
arising from directives to L-335. 
Visitors included six or seven rail- 
road men. J. P. Moyer is secretary of 
the Montgomery Lumbermen’s Club. 
Southwest Missouri 
Dealers Meet 
The Southwest Missouri Lumber- 
men’s Association held its annual 
meeting at the Kentwood Arms Ho- 
tel, Springfield, Mo., on Oct. 5 and 
elected R. P. Stiefvater of Springfield, 
president to succeed Warren Ryder of 
Joplin..W. T. Morrow, Carthage, is 
the new vice president, and Grover 
McSpadden, Springfield, succeeds Paul 
Walters of Lamar as secretary. 
Elected to the board of directors for 
one year are W. B. Ryder, Joplin; 
J. A. Luna, Harrison, Ark., and Wil- 
liam Curless, Liberal, Mo.; and, for 
two years, Joe Robertson, Marshfield, 
Mo.; George Edds, Joplin; and Harry 
Brixey, Moutain Grove, Mo. 


Northwest Missourians Hold 
Semi-Annual 

The 27th annual entertainment for 
the Northwest Missouri Lumbermen’s 
Association, provided by manufactur- 
ers, wholesalers, and jobbers, in con- 
nection with the association’s semi- 
annual meeting, was held at Saint 
Joseph on Oct. 19. The program and 
festivities began with a lunch, followed 
by a program under the chairmanship 
of Walter McCampbell, president of 
the association. 

The first speaker was Ed Gavin, 
editor of AMERICAN LUMBERMAN, 
Chicago. Mr. Gavin highlighted post- 
war home design and materials, the 
probable place of prefabrication in the 
home building industry after the war, 
and the opportunities and responsibili- 
ties for dealers during and after the 
war. . 

C. F. McKnight, president, Mc- 
Knight Lumber Co., Kansas City, Mo., 
and member of the industry OPA 
Advisory Board, addressed the group, 
citing figures dealing with lumber 
needs of the armed forces, and urging 
the dealers present to make the best 
possible use of the lumber available to 
them. He cautioned them not to 
expect quick relaxation of government 
restrictions on lumber use, or great 
relaxation of L-41. 

Ed Johnston, secretary, Southwest- 
ern Retail Lumbermen’s Association, 
Kansas City, congratulated the asso- 
ciation on its record attendance of 112 
members assembled for the meeting, 
and explained some details of recent 
government orders. 

The next speaker was Charles Hesi- 
wood, editor of Retail Lumberman, 
Kansas City. Mr. Hestwood recited 
a number of illustrations of progres- 
sive postwar planning by dealers in 
western Missouri, and added some 
helpful comments about government 
regulations. 

Secretary Elmer Ford, St. Joseph, 
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... for new homes 
... remodeled homes 


... camps, cabins & 
summer home 











F | i E P L A C E has a backlog of waiting 


“ orders in every field of residence building 


ae Some authorities say new homes are going to lead the postwar parade. Others 
say remodeled homes will come first. But whichever is right, Heatilator 
- Fireplace will be a door-opener to countless sales of building materials. 
fo., Because nearly everybody wants a fireplace. And wartime experience has 
co proved the value of the Heatilator Fireplace as an auxiliary 
oe heating unit—one that warms entire rooms and: adjoining 
rooms . .. that cuts fuel bills and stretches fuel supplies. 
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was commended for his excellent work 
during the year. 

Over two hundred members, hosts 
and guests gathered for the banquet 
and floor show in the evening. The 
meeting was declared to be perhaps 
the most successful in the association’s 
twenty year history. 


Baltimore Hoo-Hoo 


Members of Hoo-Hoo Club No. 100, 
Baltimore, Md., turned out in impres- 
sive numbers for the October meeting, 
held in the Stafford Hotel the evening 
of Oct. 23. The new officers entered 
upon the discharge of their duties, 
with President E. G. James, James 
Lumber Co., presiding. 


Southeastern Hardwood 
Manufacturers 

The Southeastern Hardwood Manu- 
facturers’ Club held its regular quar- 
terly meeting in the Seminole Hotel, 
Jacksonville, Fla., Oct. 17. President 
Ed Douglass, Augusta Hardwood Co., 
Augusta, Ga., had recovered suffi- 
ciently from his recent appendectomy 
to preside at the meeting. 

As a result of the work of J. E. 
(Jimmy) Reynolds, membership chair- 
man, three new members were added 
to the club at this meeting. 

C. T. (Bill) Parsons, managing edi- 
tor of the Southern Lumber Journal 
and secretary-on-leave of the club, 
was welcomed back and in an in- 
formal talk fostered the idea of plant- 
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A genuine liquid hide glue 
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ing trees in honor of war heroes. Soo 

A roundtable discussion followed thelll 
business session, after which Truman 
Pease of the Florida Forest & Parki¥ 
Service, explained the duties and pur. 
poses of the area marketing project, 
which is endeavoring to create a fee]. ¥ 
ing of mutual interest between thelf 
farmers and buyers of timber. 

An interesting and entertaining fea. 
ture was the speech made by William# 
F. Jacobs, assistant State forester, 
Tallahassee, Fla., on “This New Ma. 
terial Called Wood.” His talk was f¥ 
divided into five classifications: preser- 
vation, reassembling of wood fiber, 
chemical conversion, drying and sea- 
soning, and altering properties of 
wood. 

Miss Ethalind McCarthy is acting 
secretary of the club, with offices in 
the Graham Building, Jacksonville, 







Fla Sturd 
: ing a 
Northern California Carri 
Dealers’ Annual ae 
For his fourth consecutive term, Ball | 
Ray Clotfelter, W. R. Spalding Lum- ff k 
ber Co., Visalia, Calif., was elected poet 
president of the Lumber Merchants Varic 
Association of Northern California at 
the annual meeting of this retailer £ 
group, held at the Palace Hotel in San & 


Francisco, Oct. 20. 

All other officers and members of 
the executive committee were re- 
elected as follows: 

J. H. Kirk, Southern Pacific Milling 
Co., San Luis Obispo, vice president; 
I. E. Horton, South City Lumber & 
Supply Co., South San Francisco, 
treasurer, and Bernard B. Barber, 
Fresno, secretary. 

Executive committee: Ray Clot- 
felter; J. H. Kirk; I. E. Horton; Walter 
Peterson, Bakersfield Building Mate- 
rials Co., Bakersfield, and George 
Adams, Moah Adams Lumber Co., 
Walnut Grove. 

The meeting marked the fifth anni- 
versary of the reorganization of the 
northern California retailer group, 
the membership of which has _ in- 
creased from 100 to 306, plus 62 sub- 
scribers to the organization’s weekly 
newsletter, composed of manufactur- 
ers of lumber and building materials, 
wholesale lumber dealers and others. 

The short, morning business session 
was devoted entirely to an open, 
general discussion of current prob- 
lems confronting retailers under the 
OPA price structure. A motion was 





passed unanimously in favor of leav- A 
ing the retail mark-up as is—cur- and 
rently this mark-up is $5 plus 30 pro 
percent on commons, $5 plus 50 per- Pin 
cent on uppers, ‘and $5 plus 10 percent Go’ 
on wholesale type of sales. A proposal Vic 
submitted by OPA to make an overall Roe 


mark-up of $5 plus 25 percent was 
received with unfavorable comment. 
At the 12:15 p.m. luncheon, two 
prominent world travelers shared 
speaking honors. John Kuropatkin 
Chapel, author and radio commentator, 
spoke on “The European War—Eco- 
nomic and Political Aspects,” and 
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SAW MILLS 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
B:} years’ experience in building Saw 
Mills and woodworking machinery. 


| LANE MANUFACTURING CO. 


MONTPELIER, VT 


accurate saw- 
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Pine Logs On Way to 
Anaconda Mills 


Quality in the Log 


Anaconda starts with quality in the log— 
and maintains it throughout the manufacturing 
processes. When you buy Anaconda Ponderosa 
Pine lumber you buy dependable lumber. 
Going largely into boxes and crates now, with 
Victory Anaconda Pine will again be available 
for your quality building lumber needs. 


Member of the Western Pine Ass’n 





COPPER MINING CO. 


LUMBER DEPARTMENT 
BONNER, MONTANA 
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West Coast Lumber 


Lumber Products 
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e0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WEST COAST OFFICE 
Pacific Bldg., Portland, Oregon 
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Larry Smith, foreign correspondent 
and radio commentator, presented a 
picture of “The Pacific Theater of 
War.” 

Dinner speaker was Dr. George S. 
Benson, president of Harding College, 
Searcy, Ark., who spoke on the sub- 
ject, “The Secret of American Pros- 
perity—a Greater Appreciation of Our 
American Way of Life.” 


West Side Hardwood Club 
Celebrates 


The West Side Hardwood Club met 
in Pine Bluff, Ark., Oct. 19, to cele- 
brate its twentieth anniversary. Guests 
from surrounding States were present 
to help celebrate this birthday party, 


which was featured by a fine squirrel 
dinner. The squirrels were furnished 
this year by G. C. Morgan, Warren, 
Ark.; J. Lee Williams, Jr., Sheridan, 
Ark., and F. C. Huggins, Smackover, 
Ark. 

This was also the annual meeting 
and the following officers were elected 
for the ensuing year: President—H. B. 
Houck, H. B. Houck Lumber Co., Little 
Rock, Ark.; vice president—Walter F. 
Tate, Tate Bros. Lumber Co., Camden, 
Ark.; treasurer—P. E. Nichols, Nichols 
Lumber Co., Pine Bluff, Ark. O. S. 
Robinson, O. S. Robinson Lumber Co., 
Camden, Ark., was again appointed 
secretary, which rounds out 20 years 
in that capacity. 

The president and vice president, 
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INSTANTLY! 





...at the press of a button 


MOISTURE REGISTER’S direct 
reading dial shows your 
lumber 4% too wet, or as the 
case might be, perhaps it 
shows too dry . . . In either 
the ELECTRONIC 
method indicates instantly ... 


case, 


accurately ... what you need 


to know. 


Convenient carrying case is 
supplied with each instrument. 





Available for immediate delivery. 
Write for literature and prices. 


MOISTURE REGISTER CO. 


133 NORTH GARFIELD AVENUE 
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together with the following comprise 
the board of governors: W. R. Warner, 
Southern Lumber Co., Warren, Ark,; 
G. C. Morgan, Bradley Lumber (Co,, 
Warren, Ark.; Spencer Fox, Wheeler 
Lumber Co., Pine Bluff, Ark. 

The retiring president and vice 
president are W. R. Warner, South- 
ern Lumber Co., Warren, and J. Lee 
Williams, Jr., J. L. Williams & Son, 
Sheridan, Ark., respectively. 

The club meets the third Thursday 
of every month in Pine Bluff. 


Work on Laminated 
Lumber Standards 


Work is underway under the aus- 
pices of the Central Committee on 
Lumber Standards, appointed by the 
U. S. Department of Commerce, to 
establish basic standards for glued 
laminated lumber products, similar to 
the American Lumber Standards. 

The standards, when established, 
will assure the consumer that the 
proper type of laminated construction 
is selected for the use intended. It is 
expected that inspection services will 
be available to assure conformance 
with the standards. 

Committees are now at work under 
the chairmanship of C. D. Dosker, 
Gamble Brothers, Louisville, Ky. 


Compton Resignation 
(Continued from page 16) 


and president of the Timber Engi- 
neering Co. 

The list of these professional, 
technical and business affiliations 
could be extended almost indefi- 
nitely; and added to them there 
could be an equal list of church and 
civic labors. “Doctor and Mrs. 
Compton,” said a federal official, 
“have been good citizens of Wash- 
ington.” 

Dr. Compton understands the 
devices of business and civic or- 
ganization and uses them with 
skill. But much of his success has 
come from his understanding of 
people and from his capacity to 
work with them. A capalle educa- 
tor does not rely wholly upon the 
organization chart of education; 
and a capable administrator does 
not expect too much of the imper- 
sonal mechanism of management. 
Each values and uses these tools; 
but each knows that tools are no 
better than those who use them. 
This is from a speech by the late 
General McNair: “Victories are 
won in the forward areas by men 
with brains and fighting hearts; 
not by machines.” 

Compton’s associates say he has 
always worked with them on the 
theory that they were men and not 
machines. This may explain the 
expansion of the NLMA during the 
past quarter of a century. 

















Table 


SOFT 


HAF 





: 
| 
Revi 
Ship 
Lu 
porti 
Baro 
prod 
14, 
of tl 
than 
of th 
peree 
wooc 
lent 
curre 
equi’ 
Fo 
repo 
ducti 
pere 
Cec 
spon 
of 1 
grea 
grea 
grea 
A 
all ¢ 
labo 
bad, 
any 
ago, 
labo 
alle’ 


AM 





m prise 
/arner, 
_ Ark,; 
r Co, 
Theeley 


1 vice 
South- 
J. Lee 
& Son, 


ursday 


e aus- 
ee on 
oy the 
ce, to 
glued 
ilar to 


lished, 
it the 
‘uction 
it 2 
2s will 
mance 


under 
losker, 
Ky. 


Engi- 


ional, 
ations 
ndefi- 
there 
h and 

Mrs. 
fficial, 
NV ash- 


; the 
ic or- 
with 
‘ss has 
ig of 
ty to 
duca- 
n the 
ition; 
does 
mper- 
ment. 
tools; 
re no 
them. 
e late 
} are 
r men 
arts; 


e has 
n the 
id not 
n the 
ig the 





























































Table No. 1—Lumber Production, Shipments and Orders for the not been forthcoming as yet—and it 
Two-Week Period Ended October 14, 1944 is impossible to say when it will be 
felt. Naturally, this acute labor short- 
age is hampering full production. 
The various charts and tables on 
these pages will give the reader an 
interesting and authoritative review of 
lumber production for 1944. Figures 
SOFTWOODS are complete for the first seven months 


. Southern Pine 37,926 37,660 41,821 of the year. 


West Coast 190,251 | 198,690 | 165,523 7 este ” 


Western Pine 159 ,102 145 ,870 146 ,146 BOSTON: In the New England area 
the Army and Navy are taking ap- 
Cal, Rodunes 20 ,224 18 ,555 19 422 proximately 90 percent of available 
So. Cypress 1.106 lumber such as spruce, Eastern pine 
Northern Pi and fir—anything, in fact, that they 
orthern Fine 2,920 1,905 1,420 can get their hands on for boxing and 
No. Hemlock 1.446 1 9 crating of overseas shipments from | 
the Boston Army Base, and for ship- 
HARDWOODS building at the Hingham yard... A 


great hurricane swept Southeastern 


th 
ee ie Massachusetts on Sept. 14, damaging } 


Northern and destroying many houses, cottages 

Floori : and bridges. Government restrictions 
Osk "3 have been lifted through disaster- 
Maple Flooring emergency orders, and lumber is being 


rushed into the section of Cape Cod 
around the town of Hyannis for the 
repair of damaged structures. With 
Cape Cod banks coming forward to 
supply the money to aid those who lost 
their homes, a building boom is under- 


Review of Production, Table No. 2 — Plus Stocks and Minus Stocks at the Mills as of 
Shipments and Orders October 14, 1944 


Lumber shipments of 498 mills re- 
porting to the National Lumber Trade 
Barometer were 0.2 percent below 
production for the week ended October 
14. In the same week new orders 
of these mills were 6.0 percent less | sofrwooDS 
than production. Unfilled order files 





of the reporting mills amounted to 102 Southern Pine 141,098 
percent of stocks. For reporting soft- 
wood mills, unfilled orders are equiva- Weet Const 823 , 587 333 ,268 | 
lent to 39 days’ production at the Western Pine 428 .034 763.742 
current rate, and gross stocks are 
equivalent to 36 days’ production. Cal. Redwood 114,844 68 ,901 } 
For the year-to-date, shipments of So. Cypress 2.772 18.955 
reporting identical mills exceeded pro- 
duction by 3.1 percent; orders by 6.2 Northern Pine 6,230 46 ,445 1 
percent. No. Hemlock } 
Compared to the average corre- sa Paaninatts 5,794 6 ,230 | 
sponding week of 1935-39, production HARDWOODS 
of reporting mills was 15.3 percent i 
greater; shipments were 19.4 percent Southern 39 ,454 130 ,880 
i ny and orders were 14.7 percent Northern 9.096 12.552 
Almost without exception, the mills Oak Flooring 30 3,8 
all over the nation are facing a grave Maple Flooring 5,425 3,736 


labor shortage. It is just about as 
bad, if not worse, than it has been at 
any time during the war. Some weeks 
ago, hopes were expressed. that the 
labor supply would be considerably 
alleviated this fall. Such relief has 
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Douglas Fir 


Timbers, Dimension 
and Boards. 
Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 














Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 
Positive protection against Rot, Fungi, Termites, 
Excess Moisture, etc. 

Formulations to meet all official specifications. 
A profitable retail item for Lumber Yards. 
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Write for technical data, tests, samples, etc 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 





Manufacturers E 
comer al 


Members 
S. P. 1. B. 


LA_GRANGE, GA. 











Change Your Saws to Simonds 


r 2', inserted tooth 


Cut more lumber at le 


etpense, and no saw troubl Saw returned 2nd day as 


anew one, at about '; the cost of new SAVE on 2", 


edger sawn, alse on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian. Miss. 













Idaho -- 
Ponderosa -- 


California White 
and Sugar Pine 


WHITE PINE 


Also 
Fir Wallboard $727" ans. products 


William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 





Gillies Bros. & Co. Ltd. 


papi oe ONTARIO, CANADA 
Genuine WHITE PINE .cvocss, 
Air-Seasoned e Water-Cured 


For 102 years, 1842-1944. Capacity 30 million ft. annually 
Members N. W .L. D. Assn. 
DRY STOCK--ROUGH or PRESSED.: Prompt Shipment 
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Production by Regions — 1944 


Thousand Board Feet 
EAST 





North- Appa- North South Lake Total 

Month eastern lachian Central Central States South Prairie East 
January 142,936 166,688 46,845 70,722 96,600 956,865 5,249 1,485,905 
February 147,086 149,235 43,721 63,65 107,000 894,867 5,587 1,411,154 
March 151,637 150. 234 47,586 67,456 129,800 985,083 4,771 1,536,567 
April 157,270 166,219 50,442 68,851 136,60 895,327 4,574 1,479,283 
May 170,098 180,412 48,370 65,262 124,000 1,000,311 3,934 1,592,387 
June 171,199 216,646 53,777 78,43 118,700 1,021,986 3,432 1,664,170 
July 151,497 208,481 51,939 70,510 86,100 1,039,460 3,295 1,611,282 

WEST 
Northern Southern 

North South Rocky Rocky Total U.S. 

Month Pacific Pacific Mountain Mountain West Total 
January 812,606 98,647 2,01 30,305 1,003,574 2,489,479 
February 867,217 103,390 58,467 28,932 1,058,006 2,469,160 
March 976,238 126,510 71,661 31,987 1,206,396 2,742,963 
April 943,449 141,419 86,448 31,050 1,202,366 2,681,649 
May 932,294 239,056 110,875 44,021 1,326,246 2,918,633 
June 953,150 263,450 120,030 46,892 1,383,522 3,047,692 
July 805,209 259,895 114,098 53,281 1,232,483 2,843,765 

“Facts for Industry” Series 16-4-6, Lumber & Lumber Products Div. WPB., 

Page 3 of 6 





way that will last well into the sum- 
mer. . . There has been a demand 
for heavy timber for the construction 
of temporary bridges and bulkheads to 
replace those washed away by heavy 
seas during the hurricane. . . In 
Greater Boston wholesalers and re- 
tailers report supplies of all kinds and 
grades of lumber far below normal. 
A few shipments of No. 4 Eastern 
pine, spruce and fir are coming in from 
time to time. 

BIRMINGHAM: Government buy- 
ing, although apparently over the 
hump, is still quite considerable. 
Wholesalers who took orders at pre- 
vious lettings have not been able to 
place all this business with the mills 
on account of the lowered production. 

. Most acutely felt shortage is in 
boards and dimensions; small timbers 
are more plentiful. The mills have 
plenty of hardwood on hand and are 
even offering it as much as $4 to $5 
below ceiling. Removing restrictions 
on retail sales should step up the hard- 
wood demand soon, but dealers appa- 
rently choose to work off what they 
have in stock before buying more... 
The dealer’s situation is materially 
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improved and most of them are 
making money. 

NORFOLK: There are plenty of 
people in this immediate territory who 
want to make repairs, alterations, or 
build new homes even at today’s high 
prices. However, getting sufficient 
building materials (in addition to lum- 
ber) is an obstacle that they cannot 
overcome. . . The demand for lumber 
in the regular market, whether from 
the government or its contractors, is 
gradually dwindling and future pros- 
pects along this line are not. bright. 
It appears that the government has 
“covered” itself for many months to 
come. . . It has been impossible for 
retail yards here to accumulate large 
stocks. Some lumber is being sold 
right along, but the dealers are wor- 
ried about replenishing their stocks. 
Satisfactory yard labor is very scarce. 

KANSAS CITY: Demand for lum- 
ber is still far above the supply. A 
number of big housing projects are 
going up, and contractors have been 
able to obtain the needed lumber. Big 
war plants in the area still need more 
common stock for boxing and crating. 
Relaxation of L-335 to permit the sale 











SALE 


Selling 


























‘otal 

East 

185,905 
111,154 
36,567 
179,283 
92,387 
364,170 
511,282 


are 


ty of 
y who 
is, or 
high 
icient 
lum- 
annot 
mber 
from 
rs, is 
pros- 
right. 
; has 
ns to 
2 for 
large 
sold 
wor- 
ocks. 
arce. 
lum- 
. A 
are 
been 
Big 
more 
ting. 
sale 


MAN 













MEDFORD CORPORATION 


MEDFORD, OREGON 


Manufacturers of Kiln Dried 


Members Western Pine Assn., West Coast Lumbermen‘s Assn. and Wesi Coast Bureau of Lumber Grades and Inspection 


Douglas Fir 
White Fir 
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SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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Logged in 1936-37 


1908 --750,000,000 Feet of Standing Timber 
1942 — 750,000,000 Feet of Standing Timber 


HAS YIELDED 1,019,000,000 FEET 
45% Hemlock, 15% White Pine, 40% Hardwood 


Sustained Yield Policy Equals Perpetual Supply 
DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 





Air-Dried - QUALITY LUMBER - Kiln - Dried 





BALL BEARING 
TIGHTNER 


ENTERPRIS 


SAW MILL MACHINERY 


NOT DOWN TO A PRICE, 
but built to tried and proven 
principles of design and con- 
struction for profitable opera- 
tion. 


ENTERPRISE meets the require- 
ments for accuracy and speed of opera- 
tion with low maintenance cost. Give us 
details of your requirements for our rec- 
ommendations and prices. 





FEED 





BOARD DIAL 


IMPROVED GIAND 


The ENTERPRISE COMPANY, 328 Main St., Columbiana, Ohio 
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of hardwoods and low-grade softwoods 
without certification so long as it 
doesn’t interfere with rated orders at 
the mills, is a welcome gesture and 
will help Class 1 consumers as well 
as®retailers in this area. . . Retail 
yards have fairly large stocks but the 
assortments are not good. A consid- 
erable amount of rough, green lumber 
is being offered by mills, but the deal- 
ers are backing away from it. 
MINNEAPOLIS: War goods manu- 
facturers and war contractors are 
making heavy demands on the avail- 
able supply of good lumber while 
civilian consumers are providing bet- 
ter channels for low-grade lumber. In 


consequence, manufacturers in this 
area find their position improved. Re- 
manufacturing plants are experiencing 
increased business following recent 
slackness in this field. . . 
TACOMA: Lumber supplies are in 
fair shape considering the priority 
situation. There seems to be plenty of 
cull and reject lumber on hand, and 
removal of restrictions has not seemed 
to be of much help in pushing their 
sale. . Demand is plentiful, with 
government agencies and high priority 
holders occupying the number . one 
spot... There has been quite a scram- 
ble for logs by smaller mills and those 
lacking a regular supply—with the 
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lf Was Not Mrs. O'Leary's Cow 


Twenty years ago a fire broke out at Call, Texas, and destroyed the 
pine saw mill there. Just what caused the fire is rather vague in memory 


just now, but the cause is not important today, anyhow. 


Fires are disasters, but sometimes they have their brighter side (no 
Witness the better Chicago which arose from the ashes 
of that conflagration which swept the city in the wake of the lantern- 
kicking incident credited to the O’Leary cow. 


At Call, too, benefits followed dis- 
A new mill was built, new 
It was modern 
in design and of the latest equip- 
It was planned for hardwood 
A Flooring plant was 
added, for it had been decided to 
add this new item to the Kirby line. 
Because there was a reputation to 
maintain, everything had to be of 
the best so that the products would be worthy of the illustrious name it 


KIRBY BRAND OAK FLOORING 


The fire has now been forgotten by almost everyone, but the quality 
of that flooring made at Call, no one forgets. 
forests, manufactured the Kirby way, is an important ingredient in the 
finished product, but added to this is the benefit of experience, twenty 
years of it, for after all, nothing takes the place of experience. 


KIRBY LUMBER CORPORATION 


HOUSTON 





Oak from Kirby's own 


Hardwoods 








result that the supply is definitely 
short. Some of the large timber hold- 
ers and the railroads have dropped out 


of the market. This, of course, is not | 


hurting ‘the ‘larger mills that own 
their own timber, but it is hampering 
the small mills and competition among 
buyers is keen. Cedar logs are par- 
ticularly scarce and many shingle mills 
have been obliged to go on a part time 
basis. 

SEATTLE: Standard yard stocks 
continue to head the list of items on 
demand in this area. Inquiry for shin- 
gles is large. Buying is difficult with 
high priority orders most likely to be 
accepted, but customers are more par- 
ticular about getting specific items 
rather than substitutes. . . Stocks are 
not accumulating and mills are work- 
ing right against the saw. However, 
lumber is being purchased as is shown 
by many housing projects all over the 
city. 

SAN FRANCISCO: While demand 
at retail yards for repair materials 
is reported heavy, the market in gen- 
eral continues quiet. Orders for repair 
materials are coming both from home- 
owners and commercial concerns. 
Householders are not bothering much 
about certifications, while commercial 
customers are accompanying their 
orders with AA-3 ratings. Demand 
is good for Douglas fir boards and 
small dimension—little demand for 
heavy timbers. . . The wholesale yard 
supply situation is just a little easier, 
and it is estimated yard stocks may 
be up about 10 percent above recent 
levels. A wholesaler reports that you 
can now ask the mills for what you 
want and have close to a fair chance 
of getting it. .. Emergency purchases 
for government jobs are resulting in 
about normal demand for planks and 
timbers, such as 3x12, 4x12, and up 
to 12x12. 

NEW YORK: Lumber retailers and 
wholesalers are now able to obtain 
local hemlock, white pine, spruce and 
hardwoods for distribution in the 
metropolitan area from upstate saw- 
mills--and many mills are cutting the 
stocks to the specifications required. 
This announcement was made recently 
by Lawrence E. Rutan, lumber advisor, 
WPB, region 2. . . Because of slight 
relaxations in L-41, sawmill operators 
will be in a position to pile and season 
such items as hemlock dimension and 
white pine and spruce boards and 
strips, with some assurance that the 
lumber will be in demand, Mr. Rutan 
explained. He said this demand is 
largely due to the fact that recent 
WPB action to ease the housing short- 
age in congested areas authorized 
FHA to gtve permission for remodel- 
ing houses and large apartments into 
smaller dwelling units. .. Mr. Rutan 
stated that the usual sources of the 
regularly used species, such as Doug- 
las fir and Western and Southern pine 
in the better common grades are still 
tight, but Northeastern hardwoods 
and softwoods may be used as good 
substitutes as long as stocks are awvail- 
able from small sawmills. 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 
Hydraulic Veneer Lifts 
Dryer Feed Elevators 
Automatic Press Loaders 
Hydraulic Elevating Tables 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


MANUFACTURING COMPANY INC. 


2119 Pacific Avenue, Tacoma 2, Washington 







ELEVATORS 











A 
/ GOOD BOOK 


on the 
use of the 


STEEL SQUARE 


It has been written so that the 
reader will be able to learn all 
standard uses of the steel square 
entirely from the book. 


The book is filled with actual examples and previously 
acquired knowledge of framing or other intricate carpentry 
Operations is not required. The examples are so explained 
nd illustrated that the reader can easily apply the prin- 
ciples to practical jobs he may be doing. 


This book is full sized (5'/2”x8'/.”) and is easily read be- 
cause it is printed in very legible type. The many helpful 
illustrations are exceptionally clear. It is handsomely and 
durably bound in water and vermin proof cloth. 


The book contains 96 pages, 101 illustrations, and is thor- 
oughly indexed. 


POSTPAID $1.25 


Send Orders to 


American fumberman 


You can’t drive it in with a paint brush 


DRIVING PRESERVATIVE DOWN into the fibers of 
a piece of wood takes more push than a brush 
can produce. People make buckets, boats and 
barrels out of wood because it resists penetration 
by liquids. Penetration means the difference 
between real treated lumber—pressure-treated 
lumber—and lumber that has only been painted 
with or dipped in preservative. Decay and 
termites work through thin films of poison in 
a short time. 


THAT’S WHY Wolmanized Lumber* is given the 
kind of treatment vital to dependably long serv- 
ice life—vacuum-pressure impregnation in heavy 
steel cylinders. When the Wolman Salts* pre- 
servative is driven deep into the wood, “fiber- 
fixation” holds it there, preventing leaching and 
loss of protection. 


WOLMANIZED LUMBER has an enviable per- 
formance record. Among typical cases reported 
in the booklet, ‘“Service Records for Wolmanized 
Lumber”, are laundry, bakery, paper and textile 
mill installations, bridges, railroad and mine 
structures. For a copy for réference in studying 
the worth of treated wood for your construction, 
write American Lumber & Treating Company, 


1646 McCormick Building, Chicago 4, Illinois. 
“Registered Trade Marks 





WOOD THAT'S FOR SAFETY AND ENDURANCE 


AMERICAN LUMBER & TREATING COMPANY 





139 North Clark Street Chicago 2, Illinios 
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PAUL B. BERRY 


Grand Rapids 6, Michigan 


If you can furnish any of the follow- 
ing (or anything else) write or wire me. 


5 cars 5/4’ soft hardwoods for furni- 
ture frames 


cars 4/4" 
stock 


soft hardwoods for core 


cars 2"’ x 2’ x 30° Clear Oak, Gum, 
Poplar or what have you 


cars 4/4" to 8/4" Walnut and 
Cherry, upper grades 


Interested in Plywood Panels 











ALIFORNIA 


SUGAR & WESTERN 
PINE verinits: 


#1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


G e Cee | HR — i 
elects an 
wt NE 


Shop 
California Ponderosa Pine 
beewrnowes and Cut Stock 








Ponderosa Pine 
California Sugar Pine 
Arizona Soft Pine 
White Fir 


WUICHET LUMBER CO. 


Shop—Selects—Common 
Dimension 
Pattern—Flask 


WRITE 








714 Railway Exchange Bldg., 
Chicago 4 








‘THE COMMERCIAL 
Mexico : TIMBERS of MEXICO" 
senna Oe oe aod 1 


them with U. S. species. 
texture, color, utility, size, weight, pronunciation. 


and describing 60 
timbers. Compares 
Describes appearance, 


Practical, authentic. 


Sent postpaid on receipt of 
$! per copy. 
ARNOLD JOERNS 


Dept. A, 333 N. Michigan Ave., Chicago 1, Ill. 


. a 
Know— Arch’ts rs 
ee PRESSURE PROCESS . 


FIRE PROOF 


Wood Lumber & Timber 
**12U. S. PLANTS“ 

Get A 107A Now 

Answers Ali Questions 


PROTEXOL . =. 
193 Hartman Square, Kenilworth 8, N. J. 
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Chemical Hardens Wood 


“Arboneeld” is the trade name 
picked to designate the widely publi- 
cized chemical process for hardening 
all wood species which E. I. duPont 
de Nemours & Co. hope to put into 
commercial production and use in the 
near future. The urea _ derivative 
chemicals used improve wood’s dimen- 
sional stability and durability. Pos- 
sible applications for ‘“Arboneeld” 
wood may be found in flooring, furni- 
ture, marine, machinery parts, office 
equipment and many other fields. 
Further information supplied upon 
checking number 10282. 


10282 


Glossary of Forest 
Terminology 


The Society of American Foresters, 
Mills Building, Washington, D. C., has 
just published a glossary entitled 
“Forest Terminology,” to stimulate 
within the profession accurate use of 
technical language. The glossary is 
limited to (1) terms used in a special 
sense by foresters and (2) terms from 
other sciences and industries, the 
meaning of which is important to a 
forester. 


New Termite and 
Dry Rot Barrier 10281 


A new unit-system building frame, 
for the prevention of serious damage 
to property by dry rot fungi and ter- 
mites, has been patented by John W. 
Gunn, civil engineer and president of 
the Hollywood Termite Control Co., 
Inc. Through a principle of blockade 
similar to that used in fire-control 
building design, and through strategic 
placement of treated lumber, the 
Termitrol Patent, as the invention is 
known, isolates and confines infesta- 


tions to relatively small areas. It is 
estimated that the use of the patent 
will add an approximate 2 percent to 
initial building costs. 

For further information check num- 
ber 10281. 


Packaged Water Pumps 10283 

In developing its newly designed 
“H” Series Ejecto water system, the 
F. E. Myers & Bro. Co. has introduced 


new packaging and inventory ideas 
as well. The pump and motor as well 
as the Ejector Assembly Units are 
neatly packaged in cartons and end 
labeled so they may be easily located 
when shelved. A single pump and 
tank and water unit serves for either 
shallow or deep well operation with a 
change only of the simple ejector 
system. The convertible feature en- 
ables the dealer to meet varying well 
conditions with a minimum stock of 
pump and tank units. Information 
furnished by checking number 10283. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill. 


information will be forwarded. 
10281 
* Name 
Company 
Address .. 


City and State 


and the desired 


10283 

















O. 
O O r C ss 6 Warehouses for Orderly Distribution 


ean eeen? ra eens . Les Angeles, Calif. St. Paul, Minn. Kansas City, Kan. 
pot Paget Chicago, Ill. Baltimore, Md. | Garwood, N. J. 


Doors ... Frames .. . Mouldings 
Fast Courteous Service by Truck and Train ALSO Sash and Glass ... Wallboard. 
st ORAS Sh RR CRS 





If you can't obtain permission 
to purchase HOLT HARD- 
WOOD CO. products un- 

der CONSERVATION 
Order M-364 


BUY WAR 
BONDS 


CREO-DIPT 


SHINGLE STAINS AND DOUBLE STRENGTH WHITE 


Members 
Maple Flooring Man- 
5 3 ufacturers’ Assn., 
8 33 P National Hardwood 
: Lbr. Assn. and 
Northern Hemlock & 
There are many existing homes that a Hardwood Manu- 


facturers’ Assn. 
need restaining today-- acturers’ Assn 


BOTH ROOFS and SIDEWALLS HOLT HARDWOOD CO. 


CREO-DIPT CO., Inc., North Tonawanda, N. Y. OCONTO, WISCONSIN 


Ms : 


SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 


*THE McCLOUD RIVER LUMBER VLIN PINE 
COMPANY SHE 4 PONDEROSA PINE 


McCloud, Calif. Reg. U. 5. Pat. (PINUS PONDEROSA) 
- EXECUTIVE OFFICE 
*THE SHEVLIN-HIXON COMPANY First Nations! Seo Line Bold SUGAR (Genuine ) PINE 


Member Bip Pt Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA} 


tien, Portland, Ovegen. DISTRICT SALES OFFICES: 


¢ NEW YORK CHICAGO SAN FRANCISCO 
Fans Weodwoek 1604 Graybar Bldg. 1863 LaSalle-Wacker Bidg. 1030 Monadnock Bidg. 
, Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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TODAY IS THE Aeg&¢ DAY 






TO PLAN Aég& FOR 


as ps 2) 
(1) Because: Home isn’t built in a day. Regardless of your 
investment, it takes more hours than dollars to plan a 
house that is a home. 


(2) Because: The one most precious quality in a house is liv- 
ability —that friendly, homey charm which fairly breathes 
an atmosphere of comfort and contentment. 


(3) Because: Bilt-Well woodwork is designed to furnish more 
home than house; more charm than chic; more endurance 
than encumbrance. 


(4) Because: Today you may plan with the aid of Bilt-Well’s 
78 years of experience. Tomorrow you may avail yourself 
of the products of those many years devoted to the design 
and manufacture of Bilt-Well woodwork of Ponderosa Pine. 


CARR, ADAMS & COLLIER CO. 


Dubuque, lowa 


BILT @ WELL 
ane, a 


REG. U. S. PAT. OFF. 
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The Pledge Goes to Work 


(Continued from Page 24) 











the company and a portion of his time making profit- 
able sales himself. The larger markets will of course 
justify a full time sales manager. 

Whether small, medium or large operators, it is 
apparent that the most satisfactory profits will be 
found in specifically and consciously establishing 
creative sales management and consumer selling as a 
permanent part of the personnel structure. 








7—SALES TO MIDDLE-MEN AND INDUSTRIALS* 


This volume should never be lost sight of in the 
organization for creative consumer selling. In fact, 
the sales created by the latter process may be used 
to influence the former. Nearly all carpenters, con- 
tractors, masons and other building mechanics do a 
certain amount of selling, and this volume should be 
delivered to the dealer in reciprocity for the creative 
selling of builders services in the dealer’s consumer 
selling program. 

While consumer sales will always be more profitable 
than sales to middle factors, the latter volume is 
extremely important in carrying yard overhead and 
increasing the dealer’s purchasing power. Organiza- 
tion for effective selling to middle-men and indus- 
trials will also have a healthy effect in driving out 
and keeping out troublesome competition. 


8—SATISFACTORY SALES VOLUME 


After a dealer has determined, through an analysis 
of his potential, the sales and profit goals he will set 
up his operation, his next step is to assure that there 
is sufficient pressure behind the sales program to 
actually attain that volume. Only a thoroughgoing 
advertising and sales promotion plan will assure this. 
Two percent of retail sales quotas should be appro- 
priated for advertising and promotion. 

However, it is not the amount that is spent, but 
the way it is spent, that controls effective results. 

A “Where-to-buy-it” philosophy should underlie 


*To the retail reader in metropolitan areas: Your whole- 
sale sales volume to contractors, operative builders, industries 
and other middle-men between you and your retail consumers 
may be such a large proportion of your volume that the con- 
sumer selling suggestions may seem inconsistent ,with you! 
existing trade. It is suggested that you might segregate your 
direct to ultimate consumer sales of materials and “packages” 
from your’sales to middle factors, accounting-wise, and note 
the significant difference of net profit for dollar of sale in favor 
of consumer sales. The latter are capable of almost unlimited 
expansion, and in expanding them, it is not necessary to sacri- 
fice a single dollar of sales volume to middle-men. As a matter 
of fact, expanding consumer sales will have a tendency to ex- 
pand sales to middle-men. 
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the presentation to the consuming public of what 
the dealer and his cooperating building industry have 
to offer in terms of products, services and packages. 

The dealer is headquarters for the following con- 
sumer services—correct design; quality materials; 
sound construction; convenient financing; economic 
prices; low operating costs; health, comfort, con- 
venience and beauty in the home; high resale value 
and group responsibility—which should be hammered 
into the public consciousness until consumer traffic 
in construction items automatically comes to the 
dealer first. 

The dealer’s establishment should be featured in 
every economic way as the headquarters for building 
services in every form—masonry, carpentry, roofing, 
siding, remodeling, etc. 

The consumer nearly always thinks first of the 
need—a porch repair—instead of materials—step- 
ping! This fundamental and extremely important 
principle of advertising and promotion is often over- 
looked, to the loss of control of a very considerable 
volume of material sales by the dealers. 

The Home Planners Institute, which has been fea- 
tured in several trade journal stories, is an excellent 
promotional medium in terms of consumer education. 
It also has the valuable by-product of getting manu- 
facturers, dealers, and local building industry factors 
working together as a team. 

Adequate prospect records are an essential part of 
the promotional structure. Eventually, there should 
be a card in the dealer’s file recording the structural 
condition of every farm and residential property in 
the trading area. No single step could be more 
important in building a promotional background for 
a continuously profitable volume of sales. 

Because manufacturers and wholesale suppliers 
have an equal interest with the dealer in moving 
materials into consumption, their advice and help 
should be sought and used in advertising and promo- 
tional planning. The G. I. Bill of Rights, of course, 
presents an exceptional merchandising opportunity. 
The dealer should start on this program early and 
stay with it late. This is one place where the dealer 
may expect aggressive competition. 

When the sales volume will justify it, the dealer 
may also profitably employ outside counsel in such 
matters. 


With seven divisions of business and several con- ‘ 


sumer markets to appeal to, a dealer should carefully 
weigh the expenditure of each dollar of the promo- 
tional budget so that a balanced volume of properly 


timed sales will accrue. 


9—COOPERATE WITH MANUFACTURERS 


The war-time has accelerated the evolution of build- 
ing material equipment manufacturers into multiple 
line production, and this trend will probably continue. 
As the manufacturer widens his line of products, he 
becomes more and more concerned with the end-use 
of the products in consumer package service form. 
This necessitates a change in manufacturers’ sales 
policy from that of moving goods into the dealer’s 
inventory to that of moving goods out of the dealer’s 
inventory into ultimate consumption. It means work- 
ing with the dealer in creating adequate consumption 
rather than through the dealer. 

The dealer who takes advantage of this change in 
manufacturers’ distributing philosophy will find that 
he has available a great deal of support, guidance, 
assistance and incentive toward the creation of 
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ARM-GLAZE 


is the Answer to 
SASH RECONDITIONING 


F you're "fed up" on sash reconditioning 

jobs that take time and money, that are 

just plain headache any way you look at 
them, start using Arm-Glaze now! 





Arm-Glaze was developed by Armstrong 
chemists to do your glazing jobs satisfac- 
torily! Arm-Glaze works easily and quickly; 
it develops a practical initial set which per- 
mits handling and shipping sash the same day. 


Arm-Glaze always retains sufficient elasticity 
to absorb shocks or distortion due to expan- 
sion and contraction. Arm-Glaze never gets 
rock hard . . . it is easier to 
apply . . . it gives better 
performance ... it has long- 
er life. Arm-Glaze has been 
tailor made to your spec- 





ification. Use it for 
greater long run econ- 
omy! 


THE EN 


vy 


‘S ARMSTRONG S 


COMPANY 


241 So. Post Ave 
Detroit 


4065 So. LaSalle St. 
Chicago 


319 So. Crowdus St. 
Dallas 











..C-A-- 


Kiln-Dried ; 


DOUGLAS FIR 





For Tomorrow’s 
New Homes 


A pioneer in kiln drying common grades of 
Douglas Fir green from the saw, there will be 
no waiting for air drying with Oregon-Ameri- 


can. 


The hour peace is declared Oregon-American 
will be ready to resume immediate shipments 
to retail and wholesale lumber dealers who 


have always been our primary customers. 


We assure all customers the same reliable qual- 
ity, same dependable manufacture and satis- 


faction as before Pearl Harbor. 


Plan to restock your yard with—O-A—Kiln Dried 
Douglas Fir. 


OREGON-AMERICAN 
LUMBER CORP. 


Vernonia, Oregon 


Old Growth Douglas Fir at Its Best 








maximum consumer sales volume. 

It is especially important, therefore, that the 
dealer carefully select the manufacturers whom he 
wishes to represent, giving full loyalty whenever 
possible to the full line of the manufacturer concerned, 
and utilizing the manufacturers’ helps to their fullest. 
There are many things in a promotional way that a 
manufacturer can do, at economical cost, for a large 
number of dealers that individual dealers could not 
afford to do for themselves. 

All dealer advertising should automatically spot- 
light two identities (a) his own company name, and 
(b) the brand names of the manufacturers he repre- 
sents. The dealer should make every effort to 
coordinate the field activities of the manufacturer in 
his trading area with his own consumer selling 
efforts, with special reference to building a mer- 
chandising partnership between himself and his sup- 
pliers. Manufacturers, in turn, will be found espe- 
cially helpful in participating in the training of 
consumer sales managers and salesmen. 


10—FIGHT FOR LOWER COSTS 


The coming trend in distribution is going to be 
toward lower and lower costs. During the past two 
decades production costs have been lowered as much 
as 75 percent. In other words, the production per 
unit of manpower has been raised in some cases as 
high as 300 percent. Meanwhile, distribution costs 
have remained stationary in reality and have in- 
creased proportionately. 

The next great economy in American business will 
be the reduction of distribution costs, in terms of 
increased distribution volume per unit of manpower 
engaged in distribution. 

To take advantage of this trend and to lead in 
this movement, the forward thinking dealer will 
analyze every detail of cost of the completed and 
end-use package of consumer service with the idea 
of eliminating every duplication possible, cutting out 
every waste of time or energy or manpower. 

This inevitably means a trend toward greater 
volume per retail unit and lower operating costs. 
This principle of organization is urged upon the 
dealer on the premise that a dealer acting on this 
theory will be infinitely better off profitwise whether 
or not shrinking gross margins become a phenomenon 
of the era ahead. In other words, if it is not nec- 
essary to pass the savings on to the consumer, in 
terms of competitive selling prices, such a policy will 
inevitably lead to greater dealer profits. 


11—FOSTER GROUP EFFORTS 


One of the reasons why the building industry is so 
constantly under attack from government and con- 
sumer sources is because there is no integrated voice 
to speak for the industry as a whole. The building 
industry is broken up into a multiplicity of segments, 
many of which are antagonistic and intolerant toward 
each other. Dealer leadership can help out. in this 
situation in two ways: 


a) By a local integration of the building in- 
dustry—bringing together, in a coordinated 
group, all of the leadership among the 
various segments of the industry to generate 
ways and means of cooperative action for 
both the consumer and the industry. 

b) By vertical as well as horizontal association 
efforts. There is no reason why dealer asso- 
ciations, contractor associations, architec- 
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tural and realty groups should not work 
together in the loca] markets on a horizontal 
plane. Neither is there any good reason 
why manufacturer associations and dealer 
associations should not cooperate and co- 
ordinate, especially along industry and con- 
sumer educational lines. There are hori- 
zontal associations of manufacturers. who 
could work together with horizontal asso- 
ciations of dealers and contractors to form 
a vertical integration of the industry. 

Such an integrated structure within the industry 
could do an aggressive as well as a defensive job in 
public relations. Most successful industries have a 
distribution dynamic which might be called producer 
initiative; that is, the producer of the product keeps 
a continuous pressure behind it until it is sold into 
consumption. 

The building industry is peculiar in that its pro- 
ducer is a combination of manufacturers, dealer and 
contractor. If we are to put the dynamic of producer 
initiative to work we must integrate these three 
factors. The dealer is in the logical and practical 
position to make such integration effective. 


12—CONSTRUCTIVE HUMAN RELATIONS 


The dealer has both his employees and his operat- 
ing building industry factors to think of in this 
respect. He can bring immeasurable help to the 
contractors and building mechanics in the community, 
not only by selling their services for them, but by 
bringing them educational programs that will keep 
them continuously abreast of what is new and best 
in construction products and services. In his rela- 
tions with his employees, too, the dealer has a secret 
peacetime weapon that will really work in winning 
the victory of industrial peace. That weapon is train- 
ing. Employee training and sales training should be 
a continuous function. The training program can be 
shaped along psychological lines that will build the 
morale of employees to the greatest efficiency and 
keep it at that high pitch. The formula is simple: 

a) Give employees a vision of individual pro- 
motion, opportunity, growth and develop- 
ment, and implement the vision in the train- 
ing curriculum. 

b) Be friends with them—make them feel im- 
portant, consult them frequently, get their 
ideas and comments. 

c) Bring any grievances to light for thorough 
discussion. 

d) Build a group loyalty and esprit de corps 
among both employees and building industry 
factors and between the two groups. 

e) Don’t be afraid to let creative salesmen make 
some real money. If the dealer’s selling 
prices are profitable, accompany benefits pro- 
portionately with the increase in salesmen’s 
earnings. 

With these fundamentals and continuous training, 
the dealer will have the kind of cooperation his em- 
ployees will be proud to work for and his operating 
factors eager to work with. 

Finally, the dealer should accept the ultimate 
penalty of leadership, namely—to lead. The old 
saying, “Of him that hath much, much will be re- 
quired” is especially true of the retail-lumber and 
building material dealer, because of his key position 





in the home construction-industry. 
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Patented -air cell con- 
struction gives the all 
hardwood Rezo door 
great see Davee 
it warp-proof, light in 
weight. U.S. Pat, 1,887,814 


....and You can 
bank onit/ 


The swing toward flush door installations in postwar 
housing is gathering momentum. Builders by the hundreds 
are planning homes with this more modern, more at- 
tractive door. The alert dealer will recognize in this 
situation, the importance of getting a strong and dominant 
resource behind him, of being ready and able to supply 
customers with what they want when they want it... and 
at the price they want to pay. 

Right here is where the Paine Rezo door will mean 
more business and more money for you, for Rezo is not 
only the original, patented and best known air cell flush 
door, but a manufacturing organization with tremendous 
capacity is behind it. In addition, Paine will channel 
business your way with powerful, hard-hitting advertising 
directed to contractors and home builders. Plan ahead... 
to be ahead with Paine Rezo, the one profitable, flush type 
door that you can bank on foday . . . Write: 


Manufactured by the 
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PAINE LUMBER (0,Ltd. (2%: 


ESTABLISHED 1853 





PEOPLE & PLACES 


Hubbard & Johnson Lumber Co., 
Los Gatos, Calif., has been formed 
by Wesley (Bud) Hubbard and Ches- 
ter Johnson, both of whom were for- 
merly associated with the McElroy 
Lumber Co. of the same city. 

Davis Lumber Yard, owned and 
managed by Lyman Davis, has been 
opened in Sherman, Tex. 





Lumberman Honored 





After spending more than a year in 
the South Pacific as a cadet officer in 
the U. S. Merchant Marine, H. B. 
Cooper, Jr., son of the head of the 
Cooper Lumber Co., Portland, Ore., 
arrived at Los Angeles Harbor re- 
cently, bound for a furlough at his 


Oregon home. 


James H. Steele, flight officer, U. S. 
Army Air Corps recently spent a fur- 
lough at his home in Seattle. 
Seattle he went to Maxton, N. C., as 
instructor of glider pilots. From there 


he expects to go to the U. S. glider 
base in Indiana. Before going into the 
army he was a student at the Univer- 
sity of Washington, specializing in 
aeronautical engineering. His father 
is James W. Steele, assistant manager 
of the Seattle office of the Twin Har- 
bors Lumber Co. 

George Weyerhaeuser, son of J. P. 
Weyerhaeuser, Jr., executive vice 
president of Weyerhaeuser Timber Co., 
Tacoma, Wash., was inducted into the 
United States armed forces Oct. 13 at 


From 





The late Jerry S. Foley was honored on Sept. 29 by having a Liberty ship named in his 
honor. The large cargo carrier was christened by his widow, Mrs. Marie Foley, who broke 


the traditional bottle of champagne on the prow. Mrs. Milton 
Joseph Foley and Mrs. Lester W. Foley, daughters-in-law, were 
matrons of honor. Also participating in the launching ceremonies 
and shown in the picture are Milton Joseph (Joe) Foley, president 
Brooks-Scanlon Corp., Foley, Fla.; Lester W. Foley, president of 
Foley Lumber Co., Jacksonville, Fla., sons of the late Mr. Foley; 
four grandchildren—Harold, Jerry Ill, Kay, and Michael; the Rt. 
Rev. Msgr. D. A. Lyons, pastor of St. Paul's Catholic Church, who 
delivered the invocation and blessed the ship; W. D. Jones, Jr., 
Jacksonville attorney, who delivered the principal address, and 
James C. Merrill, president of the St. Johns River Shipbuilding Co., 
who acted as master of ceremonies. Present also but not shown 
in the picture was another son, Harold S. Foley, executive vice 
president of Powell River Paper Co., Powell River, B. C., Canada. 
The late J. S. Foley went to Florida in 1901 and with his brothers- 
in-law, Michael and Will Scanlon, founded the lumber industries, 
later acquiring, interests in seven other States, British Columbia, 
Cuba, and the Bahama Islands. The late Mr. Foley was also active 
in many lumbermen's associations and had been a director of the 
Southern Pine Association, Southern Cypress Manufacturers’ Asso- 
ciation, Florida Lumber & Millwork Association, and Georgia-Florida 
Sawmill Association. 











Mt 


14 


Mh 





quiries. 





WOOD LUMBER CO. 


BIRMINGHAM, ALABAMA 
MANUFACTURERS & WHOLESALERS OF PINE & HARDWOOD 
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CROSBY LUMBER & MFG. 








Rely on Crosby for your 
postwar needs in South- 
ern Pine for quality, serv- 
ice and satisfaction. 


co. 


CROSBY, MISSISSIPPI 








CO 


RUBBER PARTS 






7] HOME FRONT 


WM Home building activity is ex- 
pected to be one of the fea- \ 
tures of post-war business. 
It will create an unprece- 
dented demand for uniform 
grades of southern pine and 
hardwood. Send us your in- 


—For ALL 


Mallets- 












Woodworking Machinery — 








Yates, Fay & Egan, Smith and Solem Ma- 
chine Rubber Parts. 


Double-End Tenor Rubber Blocks. 
Band Saw Tires—Belt Sander Tires. 
Pneumatic Drum Sander Tubes Replaced. 




















Tack and Screw Bumpers. 





Write for Special Wood Industries Rubber Catalog 


BROADWAY RUBBER MFG. CO. 
“The Rubber House of the Americas” 
529 E. BROADWAY 









— LOUISVILLE 2, KY. 
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An ideal time clock | 
for smaller payrolls 


It does double duty . . . with job tickets and time cards. 
On variable time jobs, large and legible two color regis- 
trations help detect overcharges and undercharges ... 
unprofitable operations and operators. 


Where only a few persons clock in and out, the 


SIMPLEX 


ELECTRIC- ONE HAND 


COSTOMETER 





is an ideal time clock. Weekly payrolls are quickly and 
easily computed. You must keep accurate time records. 
Wage-hour inspectors are constantly on the job. Last year 
sloppy" time keeping records were largely responsible 
for fines and penalties of $17,000,000. Folder A-10 now 
ready. Simplex Time Recorder Co., Gardner, Mass. Branch 
offices in principal cities. 


SIMPLEX 


SAVES MANPOWER 


Time Honored for Over Fifty Years 











i 








Thurston -Flavelle 


Limited 
Port Moody, B. C. Canada 





Manufacturers of 


Red Cedar 
Lumber & Shingles 
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Since Pearl Harbor, Corley has supplied portable sawmills 
to the Armed Forces for use overseas. _ 


Today these Corley mills are producing lumber so essential 
for barracks, docks, storehouses, hospitals . . . on many 
hard-won outposts. 














Service men tell us that Cor- 
ley mills are cutting native CORLEY MILLS 
hardwoods just as accurately 
as they cut our own pine, Cecwralle Sumber! 
oak, cypress, fir, ete. 
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Protect Profits with the 
MONARCH ONE MAN 
CAR DOOR OPENER! 


No strained muscles 
No slips or falls 
No broken arms, legs 
or mashed fingers 
No fatalities 
No time wasted 
No “gangs” needed 
No time lost 


One man can open the most binding, balky 
box car door with the Monarch Car Door 
Opener. Get greater safety . .. speed 
loading and pe a og schedules . . . order 
an ample supply to fill your needs today! 


| 
5 
$1750 
MINING SAFETY DEVICE CO. 
Dept. AL, Bowerston, Ohio 


PRIORITY NEEDED 





57 





Fort Lewis, Wash. Following induc- 
tion, he elected to join the navy. He 
recently completed his freshman year 
at Yale University. He gained world 
wide prominence on May 24, 1935, 
when he was kidnapped in Tacoma 
when nine years old and held for 
$200,000 ransom, which his father 
paid. He was later released unharmed 
near Issaquah, Wash. 


James G. Newbegin, Jr., son of 
James G. Newbegin, prominent Ta- 
coma, Wash., lumberman, has been 
commissioned a second lieutenant in 
the United States Army field artillery 
following completion of the officer can- 
didate course at the field artillery 


school at Fort Sill, Okla. He has been 
assigned to temporary duty at Fort 
Sill. 


George H. Baskett, who operated 
the Baskett Lumber Co., . Tacoma, 
Wash., prior to his entrance into the 
U. S. Army on June 13, 1942, has 
been promoted from private first class 
to technician fifth grade while serving 
with a general hospital at an air force 
base in New Caledonia. 

Allard Kaufman, representative of 
California Redwood Distributors, Inc., 
at New Orleans, La., was a recent 
Pacific Coast visitor, conferring with 
Hammond Lumber Co. and Pacific 
Lumber Co. officials. 





AMERICAN SAW MILLS 
Withstand Hard Use’ 

















to operate. 


world. 


AMERICAN mill for you. 


55 Main St. 








You need a powerful modern AMERICAN SAW MILL if: 


1. You are starting business under present favorable conditions. 
2. Your business has outgrown your capacity. 
3. Your present mill is worn out; keeps breaking down; is slow and clumsy 


Think it over! You can't get top production at low operating cost and unskilled 
labor with old fashioned mills. You CAN get it plus speed and accuracy with an 
AMERICAN—made by the largest manufacturers of portable saw mills in the 


Six standard sizes ranging from 34” to 48” head blocks and 3” to 8” belt feed 
works. Special carriage lengths when required. Let us know your capacity and 
the greatest log size you require and we will recommend the most efficient 


Send for complete catalog and free handy steel saw gauge for inserted tooth saws. 


We make our own saws and parts — replacements 
quickly available in emergency. 


AMERICAN SAW MILL MACHINERY CO. 


Makers of Saw Mills, Edgers, Trimmers, Lumber Rolls, Shingle Machines, 
Swing Saws, Bolters, and Accessories and a Fill Line of 
Modern Design Woodworking Machinery 


Hackettstown, N. J. 
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William R. Kendrick, 17-year old 
son of George R. Kendrick, sales man- 
ager of Pope & Talbot, Inc., Lumber 
Division, San Francisco, Calif., has 
entered the Basic Training School, 
U. S. Merchant Marine, Coyote Point, 
Calif., as cadet midshipman. 

Kinzer Lumber Co., Sorento, IIl., 
purchased by Fischer Lumber Co. of 
East Alton, IIl., following the death of 
Thomas W. Kinzer suddenly on Aug. 
13. The Kinzer yard will be continued. 








Wooster Brush Co., Wooster, Ohio, pre- 
sented six gold watches to new members of 
its 25-year club at a banquet on Sept. 23 
at the Wooster Country Club. Walter R. 
Foss, president of the company, who also 
became a member of the 25-year club; made 
the presentations. Total perpetual member- 
ship in the club is now twenty-nine, four of 
whom are deceased. The average length of 
service of the 25-year employees is 35 years. 
Wooster Brush Co. is in its 93rd year. The 
seven new members of the 25-year club, 
shown above, are, left to right: George A. 
Oyler, Charles E. Oyler, Helen E. Oyler, 
President Walter R. Foss, Margaret C. Darr, 
Lloyd Ross, and Ralph L. Basom. 





The Skaneateles Supply Co., Skan- 
eateles, N. Y., has been formed by 
A. H. DeRouchie-and Herbert W. 
Edwards, to conduct a general lumber 
and supply business and will also do 
custom millwork. 


The Jeter Lumber Co., Cameron, 
Tex., founded more than 50 years ago, 
has been purchased by Harry P. 
Woodson of Caldwell, Tex., and will 
be known as The Woodson Lumber & 
Hardware Co. 


A. W. Bryce and son, Arthur Bryce, 
Jr., have purchased the O. H. Paddock 
Lumber Co. in Edinburg, IIl., and will 
operate it under the firm name as the 
Edinburg Lumber Co. The senior 
Mr. Bryce has been manager for 
nearly forty years, and in recent years 
has been assisted by his son Arthur. 


Recent visitors to Los Angeles in- 
cluded Thomas Dant, Dant & Russell, 
Inc., Portland, Ore.; Joseph Hearin, 
Lumber Wholesalers, Inc., Medford, 
Ore.; M. W. Parelius, Parelius Lumber 
Co., Portland, Ore.; and Rudie Hender- 
son, Lone Pine Lumber & Supply Co., 
Lone Pine, Calif. 

Burton W. Chace, head of Chace 
Lumber & Supply Co., Long Beach, 
Calif., is a candidate on the Republican 
ticket for the State Assembly of Cali- 
fornia from the 71st district, at the 
Nov. 7 general election. : 

Vincent Di Maggio, after 23 years 
with Redwood Manufacturers as pur- 
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chasing agent and traffic manager, has 
resigned to assume his new duties as 
co-owner of Harbor Mill & Lumber 
Co., Pittsburg, Calif. Partner of Hor- 
ace Russo, who served Redwood Manu- 
facturers for 20 years up to the time 
of the disastrous fire, Di Maggio says 
the new firm will be headquarters for 
all types of millwork. Harbor Mill & 
Lumber Co. has been operating two 
months. 


Casualties 


Blue Mountain Mill Co., John Day, 
Ore., had planer department destroyed 
by fire Sept. 25, with loss estimated 
at $32,000, partly covered by insur- 
ance. 


W. P. Brown & Sons Lumber Co. 
sawmill at Fayette, Ala., was de- 
stroyed by fire Oct. 14. The sorter 
chain was also destroyed and the 
boiler room was damaged, but the 
flames were kept from the planer 
and lumber yard. Joe P. Robertson, 
local manager for the Brown company, 
which has headquarters in Louisville, 
Ky., said plans are being made to 
rebuild as soon as possible. 


The Wetsel Lumber Co. sawmill, at 
Omo Ranch, Calif., owned by Cecil 
Wetsel, was destroyed by fire Sept. 27, 
with loss estimated at $80,000, cov- 
ered by insurance. Wetsel says he will 
rebuild if materials are available. 


Fire on Oct. 11 did more than 
$50,000 damage to the Minnesota Box 
Manufacturing Co. plant in St. Paul, 
Minn. 


Sterling Lumber Co., Red Bluff, 
Calif., had offices and yards destroyed 
by fire Sept. 17. 


Hicks Lumber Co., West Lebanon, 
N. Y., had office and portion of yard 
destroyed by fire which resulted when 
a truck-trailer crashed into the office, 
killing the truck driver and an em- 
ployee of the Hicks company and in- 
jurying Harry B. Hicks, proprietor. 
Property damage was estimated at 
$30,000. 


New Appointments 

S. W. Antoville, vice president and 
sales director of United States Ply- 
wood Corp., New York City, announces 
the following appointments, in line 
with the company’s postwar sales ex- 
pansion program: 

A newly formed California oe 
division will be managed by Fred B. 
Smales, who will make his office at 
the company’s Los Angeles branch 
warehouse. Mr. Smales has been with 
the concern twelve years in the sales 
division, during which he managed 
several of its branches. 

Don L. Braley, a member of U. S. 
Plywood’s sales staff for six years, 
has been appointed manager of the 
San Francisco distributing unit. 

Don L. Kesselring, with the com- 
pany several years in sales, has been 
appointed manager of the distributing 
unit at 570 Third St., Oakland, Calif. 

John D. Patriguin, sales representa- 
tive in San Francisco for nine years, 
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is to be resident manager in Fresno, 
covering the entire San Joaquin 
Valley. 


New Associate Director of 
Research 


Promotion of Dr. Richard M. Hitch- 
ens to associate research director of 
Monsanto Chemical Co.’s Organic 
Chemicals Division was announced 
Oct. 13 by Osborne Bezanson, divi- 
sional general manager at St. Louis, 
Mo. 

Dr. L. P. Kyrides is research direc- 
tor of the division and Dr. Hitchens, 
who has been with Monsanto since 
1931, formerly was assistant director. 


Collects Wood Samples in 
Pacific War Zone 


John Frye, Tracy, Iowa, advises the 
AMERICAN LUMBERMAN, that his 
son, Pfe. Wayne E. Frye, who is now 
in active service in the Pacific war 
zone, is making a study of the various 
cabinet woods and purchasing possi- 
bilities in the islands where he is 
stationed. In letters to his father, Pfe. 
Frye says these woods are of good 
texture and he is collecting samples 
of them, looking forward to future 
marketing in this country. Before 
entering the service, Pfc. Frye was a 











Moore Cross-Circulation Dryer 
Speeds Setting of Glue For 
Prefabricated Wall Sections 


Glue for these prefabricated wall sections is set in one- 
sixth the usual time with this Moore Cross-Circulation 
Dryer, which can turn out enough wall sections daily 
for 20 average 5-room houses. 


The Moore Cross-Circulation System, with fast re- 
versible cross-circulation and automatically controlled 
drying conditions, sets the glue in an impervious water- 
proof bond, and makes a more substantial construction. 


Write today for information. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
NORTH PORTLAND, ke 
VANCOUVER, B. 








MOORE al KILNS 









































































producer of high grade walnut veneer 
logs with his father, and it has always 
been his ambition to handle a better 
log. 


Safe After Being Reported 
Missing 


Word has been received by E. A. 
Goodrich, head of Goodrich Lumber 
Co., Los Angeles, Calif., that his son, 
Army Air Force Lieut. King Good- 
rich, formerly active with his father 
in the latter’s lumber firm, has arrived 
safely back in England after being 
reported missing in action after a 
mission over Germany. Advices to the 





father from the War Department in- 
dicated the lieutenant has _ been 
awarded the Distinguished Flying 
Cross, the Purple Heart, and the Air 
Medal with Oak Leaf clusters. 


Leases Mill 


The recently formed Oregon Creek 
Lumber Co., headed by C. T. Gray of 
Stockton, Calif., has leased the plant 
and business of J. W. Griffin Lumber 
Co., Camptonville, Calif. The sawmill, 
built a year ago, has capacity of from 
30,000 to 40,000 feet of lumber per 
day. Clarence Brown has been named 
superintendent of the mill. 










5 H. P. MALL 
gasoline engine 
chain saw 36” 
Capacity. Also, 
available in 24” 
and 48” sizes. 


Fewer Hands 
Drop MORE Trees 


FASTER! 







“AWS 


Smaller Undercuts 
and Shorter Stumps 


Add Extra Lumber to EVERY TREE 


Here’s the MALL Gasoline Engine Chain Saw that is helping timbermen solve 
the lumberjack shortage and to meet logging quotas. It is easy to handle, readily 
portable in heavy undergrowth, and can be operated by inexperienced hands after 


a few minutes’ instruction. 


It is 4-times faster than a hand operated cross cut 


saw—will make horizontal, vertical or any angle cuts and will cut pine or hard- 


wood trees within 2” of the ground. 


The easy starting, 2-stroke cycle design gasoline engine, has stall proof clutch, 
handle throttle, and automatic lubrication. Safety guard on all models assures full 
protection. Electric or gasoline engine sharpeners are available for sharpening 


chains in shop or field. 


Write for full information — Demonstrations can be arranged. 


MALL TOOL COMPANY, 7733 South Chicago Ave., Chicago 19, Ill. 
AUTHORIZED DISTRIBUTORS: IDA.: Sawtooth Co., Boise. KY.: Brandeis 





Mach'y & Supply Co., Louisville. MASS.: Eggleston Supply Co., Boston. 
MINN.: G. N. Carlisle, Duluth, Gopher Equip. & Supply Co., Minneapolis. 
MO.: Victor L. Phillips Co., Kansas City, Geo. F. Smith Co., St. Louis. 
N. Y.: Slade Tractor Co., Albany. ORE.: Cramer Mach'y Co., Portland. 
PA.: Sincavage Chainsaw ‘Co., Plaines. SO. DAK.: Rapid City ‘Implement 


Co., Repid City. WASH.: A. H. Cox Co., Seattle. 
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Opens Enlarged Offices 

To meet rapidly increasing sales de- 
mands for Friden calculators in the 
eastern section of the United States, 
the Friden Calculating Machine Co,, 
Inc., of San Leandro, Calif., opened 
enlarged New York City offices in the 
newly acquired Friden Building at 336 
Madison Ave., where it held open 
house on Oct. 19 and 20. 

The new offices will house both the 
New York City and Eastern sales and 
service divisions, as well as a service 
training school, according to President 
Carl M. Friden. J. Arthur Russell is 
New York City agency manager and 
Larry Taylor, Eastern division man- 
ager. 

Company officials who crossed the 
continent to attend the two-day open- 
ing of the new Friden Building in- 
cluded Carl M. Friden, president; John 
Lund, vice president in charge of sales, 
and H. A. Richardson, advertising 
director. 

Enlargement of the New York City 
and Eastern division headquarters re- 
flects the growth of the Friden Calcu- 
lating Machine Co. to one of the 
nation’s largest producers of calculat- 
ing machines. The company, organized 
ten years ago, operates through more 
than 250 company-controlled sales 
agencies in the United States and 
Canada. Sales and service organiza- 
tions are maintained throughout the 
world. 


Lumberman's Son Honored 


The late Lieut. James Charles 
Owens, Jr., son of J. C. Owens, Sr., 
Los Angeles, Calif., lumberman, was 
honored on Oct. 1 when a Navy ship 
named for him was launched. Lieut. 
Owens, a naval aviator, died in the 
Battle of Midway as a member of 
Torpedo Squadron 8. 

Mrs. Helen M. Owens, widow of the 
lieutenant, christened the vessel; his 
mother, Mrs. Ernestine Owens, was 
matron of honor; and his father was 
present as a special guest of honor. 


New Company 


Claude W. Richardson, after 31 
years with the Sterling Lumber & In- 
vestment Co., has resigned and formed 
a partnership owned entirely by his 
immediate family. The new Richard- 
son Lumber Co., with office in the Flat- 
iron Building, Denver, Colo., will do 
primarily a wholesale carlot lumber 
and shingle business. Mr. Richardson 
is spending about three weeks in the 
northwest, contacting mills. 


Old Concern Changes Name 
After serving Amarillo and the Pan- 
handle of Texas for 27 years under 
the name of Roberts & Olver Lumber 
Co., the firm name has been changed 
to Olver & Wiggins Lumber Co. E. L. 
Roberts, who retired from the com- 
pany last May, has been succeeded by 
John R. Wiggins. U. N. Olver, one 
of the organizers of the company, with 
head office in Amarillo and yards in 
surrounding territory, is president of 
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AYA California S4eA8,2E,, 


Pad a California Sierras High Elevation “Quality” 



















Timber 
Selects, Shop Lumber, Soe Mill 
| Pattern Lumber, Mouldings, i 
Common Boards, Dimension ® Box Factory 


Members. Western Pine Ass'n 


Quincy Lumber Company, Inc. gvizcy..,. 


Mills at Sales Office 
Quincy, California Quincy, California 
Sloat, California 0. C. Morris, Sales Mgr. 











This is Where 
Our Lumber is Going 


it’s a 
WOODTOX HOUSE 





Many hazards bedevil the ordinary house... 
the hazards of decay, of termite attack, of 
marred appearance, of drafts, of sticking 
doors and windows. But the WOODTOX 
house faces these hazards unafraid; secure in its protection against 
them. A WOODTOX house is a better house for a sefler to sell, 
and a better house for a buyer to buy. The advantages that WOOD- 


wial Victory we will offer a broader service to ae are the advantages that will be expected in post war 


| 
| 
| 
| 
' 
i 
dealers than ever before, including cut stock, WOODTOX . . . easily applied to wood or plywood controls decay, 
' 
| 
{ 
| 
| 
| 
| 
1 
i 





. ° : . rot, termites, lyctus beetles and wood borers . . . and controls 
mouldings, millwork and special items. Plan warping, tvtiling, chediing Gnd Grain’ toltieg. 

to put your postwar lumber needs up to— SEND FOR BULLETINS . . . of standard wood treating preparations 
describing purposes and applications and giving prices. These will 
give you the answer to your wood treating problem. 


Oregon Lumber Co. WOOD TREATING CHEMICALS CO. 


° 5137 Southwest Avenue, St. Louis 10, Mo. 
"Pie Selon, Des, Ore. altel tis PRUE eH. 
. y s MOISTURE REPELLENTS 























PILOT ROCK PINE 


| Soft-Textured Ponderosa from the John Day District of Eastern Oregon 


100% Kiln-Dried * °°" Stn ‘as 


Modern manufacturing j 














<y Ss i li a g in 
SELECTS and 
No. 2 COMMON 


Pilot Rock Sales Agency 


203 Radio Central Bidg., Spokane, Wash. 














FOR SALE 


All species Southern Hardwoods all sizes 
and dimensions including timbers. Planing 


mill and resawing facilities. Quick ship- 


ment. 


Southern Lumber Sales Co. 
Box 944, Pine Bluff, Arkansas 


_ president. 





GENERAL 
SALES 
MANAGER 
experienced in 
LUMBER INDUSTRY 


Immediate opportunity and great 
postwar future with one of the 
country’s most soundly established 
and progressive manufacturers. 
Must be efficient, personable, ag- 
gressive organizer with broad: sell- 
ing experience and proved sales 
record in lumber industry. Write 
fully, stating age, qualifications, 
past experience, etc.—to Box X-48, 
American Lumberman, 139 N. Clark 
Street, Chicago 2, Illinois. 











the company, and C. E. Burk, who has 
been with the firm since 1924, is vice 
Mr. Wiggins, who became 
associated with the Roberts & Olver 
Lumber Co. in 1921, has been for a 
number of years and will continue as 
secretary-treasurer. 


Adds Another Yard to Line 


The O. E. Woods Lumber Co., with 
headquarters in Independence, Kan., 
has purchased the Certain Lumber Co. 
yard at Neodesha, Kan., making fif- 
teen yards owned by the Woods com- 
pany. The Certain lumber yard had 
been under the same management for 
50 years, while the O..E. Woods Lum- 
ber Co. was organized 55 years ago. 


. . Obituaries 


HARRY A. FELTUS, 63, associate of 
R. T. Feltus Lumber Co., Cicero, IIl., 
died Sept. 11 at his home in Oak Park, 
Ill., following a three weeks’ illness. 
Survivors include his widow, two 
daughters, a son, two. stepchildren, 
three sisters, and his brother, Robert 
T. Feltus. president of the lumber firm. 


FREDERICK H. FLATAU, 86, who 
retired from active business a year und 


a half ago after more than fifty years. 


business, died Sept. 30 
hospital, after a 
decline in health during the 
past few months., Mr. Flatau was a 
lumber salesman in Minneapolis for 
fifty years, having occupied the same 
offices in the Lumber Exchange during 
all that time. A member of the Twin 


lumber 
Minneapolis 


in the 
in a 
gradual 


OVER 50 YEARS OF SERVICE 


comes. 





Now in iis 5lst year, W. T. 
Ferguson Lumber Co. is looking 
ahead to better than ever service 
to all customers when Victory 











ALL TYPES—ALL GRADES 
Western Pines & West Codst Lumber 


Large and Long Timbers - Fir Piing up to 150 ft. B 


CAR and CARGO - WHOLESALE ONLY 
Producers of Lumber & Piling for 29 Years 


Terminal Sales Building, Portland, Oregon 








Cities Hoo-Hoo Club, Mr, Flatau was 
also an active member of the Mississip- 
pi Valley Lumber & Sash & Door’Sales- 
men’s Association. His widow"survives, 


OSCAR .FULLER, 61; proprietor of 
Oscar Fuller Lumber Co., Portageville, 
Mo., died recently of heart disease at 
his home in that town. He is survived, 
by his widow and three sons. 


MRS. FLORENCE HAHN, wife of 


John H. Hahn, president of the Ozark » 


Land & Lumber Co., Springfield, Mo. 
died Oct. 7 in a hospital in that city, 
after a brief illness. Mrs. Hahn is sur- 
vived by her widower, a daughter, and 
three brothers. 


LIEUT. THOMAS F. HIMES, 21, Cran- 
don, Wis., was killed in action in 
France on Sept. 25. Sailing for Eng- 

land in June of this year, his division 

was assigned to Gen. Patton’s Third 

Army in France and drove from Brest 

to the Rhine. Lt. Himes, the son of Col. 

and Mrs. F. H. Himes, was graduated 
as a second lieutenant in the U. §. 

Army Reserve from St. Johns Military 

Academy, Delafield, Wis., in June of 

1941. He was president of his graduat- 

ing class and was awarded the Doctor 

Delafield Medal, the highest school 

honor. Lieut. Himes’ father is owner 

of the F. H. Himes Lumber & Coal Co., 

Crandon, Wis. 


HUNT, 61, 


MILLARD Marion, Ohio, 
building supply dealer for 25 years, 


died suddenly Oct. 4, leaving his widow 
and two children. 


HOMER LOWRY, 42, proprietor of 
F. M. Lowry & Son, Walton, Ind., was 
killed Oct. 12 when struck by a load 
of logs at the mill. 


ARTHUR C. MALLUE, 50, vice presi- 
dent and treasurer of Montgomery- 
Mallue Ine., Buffalo, N. Y., died Oct. 9 
at his home there. 


ADOLPH G. MITTELSTADT, 80, one 
of the founders of Mittelstadt Bros., 
Laurel, Neb., died at his home there 
Sept. 25. Survivors include his widow, 
two daughters, four grandchildren, two 


great grandchildren, two _ brothers, 
Louis, who founded the Louis C. 
Mittelstadt line of yards with head- 


quarters at Norfolk, Neb., and Gus of 
Winside, Neb., and a nephew, A. E. 
Mittelstadt, who has been manager of 
the Laurel yard for some time. 


H. SEWALL MORTON, president of 
Hill & Morton, Ine., Oakland, Calif., 
died suddenly Sept. 17 at his home in 
that city. A member of various organi- 
zations, Mr. Morton was a past presi- 
dent of Oakland Hoo-Hoo Club. His 
widow, a sister, and a brother survive. 


FRED C. PARSONS, 54, owner and 
operator of Economy Lumber Co., Jack- 
son, Miss., died from a heart attack 
Oct. 12, shortly after being informed 
by the War Department that his son, 
Marine Sgt. George L. Parsons, had 
been killed in action in the Pacific area. 
He is survived by his. widow, his 
father, six, daughters, another son, Lt. 
Frederick Parsons, Jr., Durham, N. C., 
three brothers, and two’ sisters. 


CHARLES H. PHILLIPS, 78, owner 
and operator of a lumber company 
under his name at Berryville, Va., died 
Oct. 12, following an illness of several 
weeks. 


WILLIAM C. RUEGNITZ, 62, man- 
ager of.Columbia Basin Loggers’ Asso- 
ciation; Portland, Ore., was stricken ill 
fatally on Sept. 20, while motoring 
home from a two weeks’ vacation spent 
in Victoria, B. C. With him at the time 
were his wife and sister-in-law. Mr. 
Ruegnitz had been suffering from @ 
heart ailment for the past ten years. 
He was at one time employed by _the 
Bridal Veil Lumbering Co. and Wind 
River. Lumber Co. He had served ‘or 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 




















An Old Story Srings 


New Customers! 


> a 










WIN and hold painter customers by 
reminding them how Cabot’s Brush 
Cleaner smacks out hardened old 
paint right down to the heel—leaves 
bristles soft, lively, like new—keeps 
new brushes in top condition. Quick, 
easy to use—Cabot’s is the only 
cleaner harmless to bristles and set- 
ting. 
PROFIT from this amazing cleaner’s fast turnover. 
Send for sample and dealer information today. 


Samuel Cabot, Inc. 


Manufacturing Chemists 
1520 Oliver Bidg. Boston 9, Mass. 















WILL MAKE YOU 
NEW CUSTOMERS 


Strong, light and safe, and with their 
distinctive eye appeal, “Red Joint" 
ladders will get you many new and 
satisfied customers. They have 
been famous with the~ trade for 
over twenty years for their long 
life and dependability.. The 
heavy red paint at--the joints 
keeps moisture out and pre- 
vents rot, increasing the life 
of the ladder. Write for 
information . . . there are 
still some good territories 
open. 





FREE 
CATALOG 


Nuke 
hd 


W. Breyer Bros, Wuitine ¢ Co. 


WISCONSIN 


WAUPUN, 


"ing & 

















-BILES- COLEMAN LUMBER CO., 


OMAK-KWALITY 


Window, Door 








District Sales 


and Cellar Representatives 
FRAMES No. 2 Welwyn. Road 
New York 


Trim, Mouldings. Casing, 
Base, Finish Lumber, Furi- Fit take: iL 
ture Specialties, Etc. 

















Member Western Pine Assn. 





OMAK, 
WASH. 


Inc. 
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wILL NOT SHRINK 
STICKS AND STAYS puT 
1 


Your jobber can give immediate 
delivery on Durham's Rock-Hord 
‘Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cans to case. 
Also available in 25, 50 and 
100-Ib drums for industriel users. 


DONALD DURHAM CO. 
Des Moines ¢. lowa 








FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
use. Will not shrink. . 





Sticks and stays put. 


The PLASTIC Repair Material 
in POWDER Form 

















ing rollers on 





Green Bay, Wis. 


The MANAGERIAL FILE 


A desk-side efficiency unit 
for the busy executive de- 
manding privacy, security, 
convenience. 2 locks. 2!/2” 
rubber castors. Ball-bear- 
i drawer. 
High quality. Order today. 


Northwest Metal Prods. Co. 
1337 E. Mason Street 






















JAMES W SEWALL 
Old Town, Maine 


toblished 1910 


JAMES W. SEWALL N 


Consulting Forester 


PHILLIPS & BENNER 
Ruttan Block 
Port Arthur. Ontario 





(HERE'S WHAT \ 
















SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


vanp sock F | 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 32 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 


R FACTORY 
CLEARS 
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Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, 1 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
~ "=" "CHICAGO, ILL. 


rules, 
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many years as president of the Loyal 
Legion of Loggers & Lumbermen, with 
which he had been associated from its 
inception. He had also beén managing 
editor of the organization’s Lumber 
News trade magazine for 16 years, and 
was an authority on lumber and lum- 
ber labor topics in the Northwest. His 
widow, two daughters, his mother, a 
brother, and a sister survive. 


F. J. RUTHERFORD, 70, vice presi-. 
dent of Brown & Rutherford, Winni- 
peg, Canada, died Oct. 11 in a hospital 
in that city. 


EMIL J. SALZMAN, 58, owner of the 
College View Lumber & Coal Co., Lin- 
coln, Neb., for fifteen years until he 
sold it in 1940, died Oct. 8 at-his home 
in that city. Three sisters survive. 





PAUL T. SANDERSON, 56, president 
and general manager of the Texas 
Long Leaf Lumber Co., Trinity, Texas, 
and since Feb. 19, 
1943, president of 
Southern Pine As- 
sociation, died in 
Mexico City, D. F., 
on Monday, Oct. 
9. He had been 
ill since March of 
this year and in 
July entered Mayo 
Clinic for treat- 
ment, undergoing 
a major operation 
there on July 29. 
About three weeks 
ago, he entered a 
hospital in Mexico 
City for -special 
treatment and had 
showed signs of 
improvement. Besides being active in 
church affairs, Mr. Sanderson also held 
many~public offices. At the time of his 
death, he was president and director of 
the Trinity State Bank; Sabine Lumber 
Co., Zwolle, La.; Sabine Lumber Co. of 
Missouri; Rock Creek Mortgage & Loan 
Co.; Sabine Land & Cattle Co.; chair- 
man of the Texas Prison Board; vice 
president and director of King Creek 
Lumber Co., New Willard; Grayburg 
Timber Co., Trinity, ‘'ex.; director of 
Livingston Lumber Co.; Texarkana 
Cotton Oil Corp.; Texas State Manu- 
facturers Association; and Southland 
Paper Mills, Lufkin, Tex.; receiver of 
the Waco, Beaumont, Trinity & Sabine 
Railway Co.; past president of East 
Texas Chamber of Commerce, Trinity 
Chamber of Commerce, and Texas For- 
estry Association. Besides his widow 
and two married daughters, Mr. San- 
derson leaves a sister, Mrs. Tom Con- 
nolly, wife of the senior senator from 
Texas, and two grandchildren. 


DR. EARL CHARLES SHERRARD, 
58, for the past 14 years in charge of 
research in the chemistry of wood and 
its derived products at the U. S. Forest 
Products Laboratory, Madison, Wis., 
died Oct. 5, of a heart attack. Although 
he made contributions to many fields 
of wood chemical research, Dr. Sher- 
rard is perhaps best known for his 
work in the development of processes 
for wood saccharification and the pro- 
duction of ethyl alcohol from wood. 
Perhaps even more significant from the 
standpoint of utilization of wood waste 
is the work of Dr. Sherrard in the field 
of wood plastics. 
and a daughter survive him. 


ROBERT C. STIMSON, 58, head of 
the Stimson Hardwood & Veneer Co., 
Memphis, Tenn., died Oct. 10 at his 
home in Dumas, Ark., after a long ill- 
ness. He was the son of the late J. V. 
Stimson, sawmill operator and an or- 
ganizer of the Evansville (Ind.) Lum- 
bermen’s Club, and owned extensive 
timber acreage in southern Arkansas. 
Mr. Stimson was a director of the Na- 
tional Hardwood Lumber Association. 
Surviving are his widow, two sons, a 
daughter, his mother, and a brother. 





His widow, a son, 





Statement of the ownership, man. 
agement, circulation, etc., required by 
the Acts of Congress of August 24, 
1912, and of March 3, 1933, of 
AMERICAN LUMBERMAN, published 
every other week at Chicago, Ill., for 
October 1, 1944. 


STATE OF ILLINOIS, ) 
CouNTY oF Cook, f§%- 


Before me, a Notary Public in and for 
the state and county aforesaid, Personally 
appeared William E. Vance, who, having 
and says that he is the business manager 
of AMERICAN LUMBERMAN, and that the 
following is, to. the best of his knowledge 
and belief, a true statement of the owner- 
ship, management (and if a daily paper, 
the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above 
caption, required by the Act of August 24, 
1912, as amended by the Act of March 3, 
1933, embodied in section 537, Postal 
Laws and Regulations, printed on the re- 
verse of this form, to-wit: 


2. That the names and addresses of the 
publisher, editor,, managing editor, and 
business manager are: 


Publisher, Herbert A. Vance, Washing- 
ton, D. C. 


Editor, E. G. Gavin, Chicago, Illinois, 


Managing Editor, Elmer H. Johnson, 
Chicago, Illinois. 


Business Manager, William E. Vance, 
Evanston, Illinois. 


2. That the owner is: (If owned by a 
Corporation, its name-and -address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent or 
more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company 
or other unincorporated concern, its name 
and address, as well as those of each in- 
dividual member, must be given). 


AMERICAN LUMBERMAN, INC. (a cor- 
poration), 139 N. Clark St., Chicago, IIl. 
—Owned by: 


Vance Publishing Corp. (a corporation), 
139 N. Clark St., Chicago, Ill. Whose 
stockholders are: 


- 7 Vance—175 Fifth Ave., New York, 


A. E. Monetti—Rachel Sheldon, 55 Wall 
St., New York, N. Y. 


Margaret P. Vance, 736 Forrest Ave., 
Evanston, Illinois. 


H. A. Vance—Dorothy J. Vance—4801 
Connecticut Ave., N. W., Washington, D.C. 


3. That the known bondholders, mort- 
gagees, and other security holders owning 
or holding 1 percent or more of total 
amount of bonds, mortgages or other secu- 
+ ama are: (If there are none so state.) 

one. 


4. That the two paragraphs next above, 
giving t names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company, but also, in cases 
where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowl- 
edge and belief as to the circumstances 
and conditions under which stockholders 
and security holders who do not appear 
upon the books of the company as trus- 
tees, hold stock and securities in a Ca- 
pacity other than that of a bona fide 
owner; and this affiant has no reason t0 
believe that any other person, association, 
or corporation, has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 


5. That the average number of _cop-es of 
each issue of this publication sold or dis- 
tributed, through the mails or cinerwise, 
to paid subscribers during the twelve 
months preceding the date shown above 
05 '9-n2 os ermal (This information is Te 
quired from daily publications only.) 

WILLIA™. E. VANCE, 
‘Business Manager. 


Sworn to and subscribed before me this 
21st day of September, 1944. 
ELoIsgE M. KUHN, |. 
(Seal.) Notary Public. 
(My commission expires Nov. 27, 1945.) 
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USED MACHINERY FOR SALE 








FOR SALE 


1 Climax Logging Locomotive complete 42- 
inch gauge 
l'Boiler for Climax Locomotive 
Lots of wheels and axles and parts for Climax 
Locomotives. All this material at Cormwall, 
— County, Va., on the N. & W. 
Railway. 

SOU RIVER LUMBER COMPANY, Inc. 

Northumberland, Pa. 





14 10 Ton Goodman 36’ Gauge Storage Bat- 
tery Mining Locomotives, 1942, 54’ wheel- 
base. class “A” chassis. Mechanical 
brakes, hand wheel control. 

44 Ton Goodman 36’ Gauge Storage Bat- 
tery Mining Locomotives, 1938. 

6 D-35 Caterpillar Diesel tractors with 
straight dozers. 

2 D-50 Caterpillar Diesel tractors with dozers. 

1 Northwest, Model 105 shovel and crane 
combination with a 50 ft. boom. 

1 Universal truck crane mounted on Mack 
Truck, 6 wheel, pneumatic tires. 

P. O. Box 35, New Rochelle, New York 
Phone: New Rochelle 2-7680 





1—Circular Mill powered with two 110 H.P. 
International Diesel motors, equipped with 
Clark Friction carriage feed with SKF Bear- 
ings. Contains 2L Prescott edger. two saw 
tower trimmer, also overhead slasher saw 36’ 
in diameter, conveyors and bullchain. Lum- 
ber buggies available. Has capacity of about 
25,000 feet daily. Located at Birch. Michi 
gan. Brown Deer Lumber & Coal, 161 W. 
Wisconsin Ave., Milwaukee 3, Wisconsin. 





SPECIAL OFFER 
80 Heavy-Duty Used Cast Steel 
LOGGING RACES 


FOR RAILROAD CARS 
OR STORAGE BINS 


No priority required. 
Sketch gladly furnished. 


IRON & STEEL PRODUCTS, INC. 
1424 S. Brainard Ave., Chicago 33, Illinois 


“ANYTHING containing IRON or STEEL” 





FOR SALE FROM STOCK 


Woodworking machinery of all kinds. 
Inventory constantly changing but postal will 
tell you if we have that much needed ma- 


chine you are looking for. 500 machines in 


stock, 
ry us—ask for stock list. 
BOSCHO, INC., Medford 55, Mass. 








FOR SALE 


Reed Prentice air driven Timber Hog Saw 36” 
Cut, rebuilt and aranteed. Priced $500.00. 
GETMAN BRO . South Haven, Michigan. 


—_— 





Mershon Vertical Twin Band Resaw, 54’’xS’’ 


wheels; b/d with four 6’ blades, $3000.00; 
three Grammes 4-track Cigar Box Nailers, 
$250.00 each; Andrews 34°’ Multiple Verti- 
cal Drill with 7 posts, $350.00; Morgan 
8-track (framer) Nai g Machine, with side 
arm, $800.00; 15-track Doig Framer, $1000.00. 
Write, wire, or ‘phone: Keystone Machinery 
Co., 324 Fourth Avenue, Pittsburgh 22, Pa. 





FOR SALE 


1—Used Model B—12 Ross Carrier load size 
60 wide by 70” high equipped with 
Pneumatic tires. Good working condition. 
Price $2000 f.0.b. Chicago. 
Address X-37, American Lumberman. 








Subject prior sale. One Sinker-Davis 10°’ 
Band . 7 wheels, with carriage and 3 
Saw edger. Complete filing equipment ex- 
cept grinder. Two used saws. Bargain for 
cash or will trade for marketable lumber. 
EXPORT LUMBER CO., P. O. Box A, Export, 
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Put Your War Needs 
Up to the 
Western Wholesaler 


He will serve you if he can. He's in 
daily touch with many Western Mills 
and if the stock you require for your 
wartime jobs can be supplied, he will 


do his best to get it for you. 


These Western Wholesalers are also 
looking ahead to better-than-ever 
peacetime service to all customers as 


soon as restrictions are relaxed. 





DUNCAN LUMBER COMPANY, INC. 


Specialiste in Heavy Douglas Fir Clear Cants 
SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


CARL SODERBERG 
LUMBER COMPANY 


Manufacturers and Wholesalers 


Morrill & Sturgeon 
Lumber Co. - 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - += WASHINGTON 


Mirlbsnticken ts 
iD fezablitegy Artes litte (‘info 
564 Market St., San Francisco 4, rons 








» (Sawmill: Pine 
Products Corp. 
Prineville, Ore.) 
Spokane, 
Washington 
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Freedom’s Limits 


ALLERS CAME to the apart- 
[ ment one evening about nine; 
Croil Hunter, President of the 
Northwest Air Lines, Inc., and 
Linus Glatzbach. Linus is Hunter’s 
right hand; and the two are as 
vigorous and as fast-moving a pair 
of young business men as you’re 
likely to find, even in the speedy 
field of aeronautics. They’re going 
places with big Northwest Lines. 

Linus said _ suggestively and 
plaintively that he’d had nothing to 
eat since early morning. So he and 
I retired to the kitchen; and while 
I acted as engineer of the tempera- 
mental electric range Linus 
shooshed all the eggs in the refrig- 
erator. I’m spelling that word by 
ear. 

Returning to the living room, I 
said casually that Linus had been 
demonstrating individual initiative; 
sweeping the field and the competi- 
tion clean. Important only because 
it set Hunter to talking seriously 
about the emergent character of 
business initiative and freedom. 

Something like this: Businesses 
of every kind have developed so 
much applied science and so many 
proven and exact factors of opera- 
tion that the old idea of freedom 
has changed its meaning. No busi- 
ness is free to substitute bad meth- 
ods for good and still keep going. 

In air transport, for example, 
most operating factors are the 
same for all lines. Safety comes 
first, and safety measures have 
been standardized. All lines use the 
same types of ships and fields; em- 
ploy pilots of standardized train- 
ing; operate under the same gov- 
ernmental regulation. There can be 
no freedom or individualism about 
these things; for anything less 
than top standards would expose 
the operators to disaster. 

But each company does have fac- 
tors that belong solely to it and 
that are subject to individual de- 
velopment. One is routes. Another 
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is company management and traffic 
promotion. These are things that 
give a company personality and in- 
dividuality, without varying the 
rigid and basic techniques. 

It’s a simple analogy of all busi- 
ness. Some of the old freedoms are 
not going to return and should not 
return; because they don’t fit into 
the fast-moving, co-ordinated and 
exacting present-day service. Air 
lines wouldn’t go back to flights 
without instruments, even if they 
were allowed to do so. A man may 
have the right to crash himself, in 
a plane or in a business; but he 
doesn’t have the right to endanger 
other men. But every business does 
have areas where it can make its 
own individuality count; and this is 
individualism and freedom. Those 
areas have to be found; and that 
means a forward and not a back- 
ward search. 





Supply of Important L-335 
Book Dwindling 


Just 121 copies of the recently pub- 
lished guide to Lumber Regulation 
Order L-335 remain in the American 
Lumberman office to supply the subse- 
quent demand for this popular book. 
Users have found that it puts the in- 
volved technical language of the orig- 
inal order into easily understood 
graphically illustrated explanations. 
Some of the contents of the book are 
as follows: 


1. What Lumber Means for Purposes of L-335 
(This includes a list of items considered as 
lumber and a list of those not so consi 

2. How the Lumber Is Divided. 

3. Consumers—Four Classes Defined with Text 
and Drawings. Description of what they 
can get and how they can get it. 

4. How Farmers Get Lumber. 

5. Whe Can Obtain Lumber on FL-201 and 
ow 

6. AA-2: Emergencies. 

7. All Other Consumers—They Take What's 
Left (and how they get it). 

8. Military Gets “First Crack” — Within 
Limits. 

9. Sawmill Shipping Schedules. 

10. Priority Don’ts. 

11. Distributors, What Can Do. 

12. Certifications—What They Are and How te 
Use Them. 

13. War Housing. 

14. Relationship Between L-41 and L-335. 

15. Restrictions. 

% Ly alla ‘a's h ( t to be 
opies av: le at eac rr oO 
enclosed the order) from AMERICAN 

LOMBERMAN, 139 No. Clark St., Chiceae 2, 











